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Highest amperage —s an Air Cooled Heliweld Holder 


New Airco H16-A. Only 2%” interference dimension 
and no water system! The new Airco H16-A Heliweld 
Holder, for tungsten-inert-gas welding, is the only air 
cooled torch available with 160 amps AC or DC — and 
it’s the easiest to handle. Here’s the torch for work in 
tight spots! 

The Airco H16-A is a gem for jobs requiring rapid, 
clean, smooth welds on thinner gauge aluminum, alloy 
and stainless steels, brass, cast iron, copper, magnesium, 
molybdenum, nickel, silver, and many others. 
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AiR REDUCTION SALES COMPANY 


A division of Air Reduction Company, incorporated 
150 East 42nd Street, New York 17, N. Y. 


More than 700 Authorized Airco Distributors Coast to Coast 


Airco produces everything you require for manual 
and automatic Heliwelding. The line includes the H10 
air cooled, H20 water cooled, H35 water cooled, and 
HSO water cooled Heliweld Holders, and automatic 
machine heads. 

Look in your Classified Telephone Directory, under 
“Welding Equipment and Supplies,” for your nearest 
Authorized Airco Distributor. Or phone your local 
district office. 


On the west coast— 
Air Reduction Pacific Company 


Internationally— ; 
Airco Company International 


in Canada— 
Air Reduction Canada Limited 
All divisions or subsidiaries 
of Air Reduction Company, Inc. 
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Century's compact IR 48-frame gearmotor driving live roll 
conveyor to the top of pallet loader. 


Loaded pallets being picked up by lift truck. Century 1R66 
$C66, 3%, horsepower gearmotors drive empty and loaded 
palle! conveyors. 





A Century 1R64 SC64 gearmotor with broke (in upper 
left of picture) raises and lowers pallets from empty pal- 
let conveyor to loaded pallet conveyor. 


Century gearmotors load, 
stack and convey thousands of 
soft drinks per day 


Century Electric’s single-reduction, right-angle gear- 
motors are built right into the versatile pallet loader 
shown here. Thousands of bottles of soft drinks a day 
are conveyed, stacked, loaded onto pallets and con- 
veyed to fork lift trucks by Century’s gearmotors. 

Century gearmotors, with silicon bronze worm gears 
and hardened high-grade steel worms, are designed 
and built to withstand sudden shocks and overloads 
in applications such as this pallet loader. Motor shafts 
are not affected by operational strains because mount- 
ing feet are an integral part of the housing (except the 
IR 48-frame). Also, motor shafts are carried on ball 
bearings and output shafts run in tapered roller 
bearings to withstand sudden shocks. 

All-angle oiling design assures complete lubrication. 
Worms or worm gears dip into oil, no matter how the 
gearmotors are mounted. 

The gearhead on the IR 48-frame gearmotor (Pic- 
ture No. 1) can be assembled in four different positions 
in relation to the motor, and the motor can be mounted 
at any angle. The new 1R 48-frame gearmotor is also 
very compact. With it you can reduce the weight of 
your product by as much as 20 pounds. 

For more information about Century’s complete 
gearmotor line from 1% to 125 horsepower, call your 
nearest Century Sales Office. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 
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POWELL PERFORMANCE! 


an, 


115th year of manufacturing industrial valves for the free world 


POWELL VALVES 
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It fakes m 


muscle to kink a 
Union Tuffy Sling 


Try it. No matter how strong you are you can’t kink 
TUFFY by hand. When improperly used, TUFFY can 
kink. But it straightens easily with no material damage 
to the fabric. Patented construction gives TUFFY 
muscles of braided steel—assures rugged performance, 
greater safety, longer life. Union Tuffy Slings and Hoist 
Lines are balanced, tough-job team-mates. Always pair 
’em up for better service. 


Any task with loads to lift, lower or pull is a job for 
Union Tuffy Slings and Hoist Lines. And because sling 
and hoist jobs vary all over the lot, Union Wire Rope 
engineers specialize in tailoring TUFFY products to 
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specific uses. You are invited to ask for this service— 
no extra charge. 


4 New Union Slings 


In addition to famed Tuffy Slings, Union Wire Rope 
offers in a full range of sizes: 


1. Hand Braided six and eight part slings. 


2. Uni-ply —a flexible multi-part rope laid sling with 


pressed-on metal ferrule. 
3. Press-Grip wire rope sling with pressed-on metal ferrule. 


4. Uni-Grip wire rope sling with return loop splice and 
pressed-on metal ferrule. 


Union Wire Rope Tuffy Tips on safe use of Slings and Hoist Lines 


How Much Lifting Should 
Be Done by Muscles? 


The U. S. Dept. of labor recommends 
men should handle no more than 50 
pounds; women no more than 25 pounds. 
This is for people of average size and 
weight, in normal physical condition. 
Mechanical hoisting equipment should 
be used for all loads not comfortably 
lifted by muscles. 


WRITE Union Wire Rope, Armco Steel Corporation, 


RR 
ARMCO 


Free! Two Valuable 
Tuffy Handbooks! 


Both free. Write for these 2 great Tuffy 
Service Manuals: 


1. “Tuffy Tips” with more than a score 
of safety hints like the one shown 
here. Clever, helpful illustrations. 

2. “Tuffy Sling Handbook” All about 
selection and use of slings—types, 
dimensions, weights, fittings, rated 
loads, safety-approved signals. 


2282 Manchester Ave., Kansas City 26, Missouri 


Union Wire Rope 
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“The one you recommended 
handled the problem.” 





No doubt your problem is different from 
the ventilation “hot spot” above. But if it 
can be solved electrically, your Graybar 
man is interested . .. qualified to help... 
and has the right product to match the 
need. 
With a catalog of 100,000 electrical 
items, how can he miss? 
For an impartial recommendation, call E L E Cc T R I C C O M P A N Re I N C. 
Graybar first. We’ll work with you or your 
electrical contractor. 94 
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Steel: The Outlook for 1961 
Right now steel buyers are playing the fat-cat role. It looks 
as though this will hold true through most of 1961, but 
there are some interesting market changes magne up. 


Get Supplier Help on Cost Reduction 
An intensive program to stimulate close vendor-purchasing 
relations saved Edward Valves $100,000 in a year. 


Blanket Orders Cut Office Supply Costs 
You don’t usually think of blanket orders for office sup- 
plies. Gray Manufacturing did—and it has saved money, 
and cut inventories. 


Solving the Multi-plant Purchasing Problem 
The purchasing executive of a major chemical company 
has worked out a neat solution to a thorny management 
problem. 


Suppliers Keep Tabs on Themselves 
A vendor information form—filled in by the vendors them- 
selves—solves the problem of keeping track of suppliers. 


Purchasing Gets a New Look 


A combination reorganization-mechanization program 


brought purchasing up-to-date at a GE plant. 


Forms Forum 
A rundown on the essentials of a good purchase order. 


Supplier Screening Saves Purchasing Time 
Encouraging small companies is sound purchasing prac- 
tice, but handling the tremendous number of callers can be 
a problem. One company worked out a special vendor con- 
tact system which does the job without confusion. 


Recent Decisions in Purchasing Law 
Roundup of court decisions of interest to P.A.’s. 


Business News Analysis 
Pulse of Business 

Straws in the Trade Winds 
The Trend of Prices 


Washington Report ........ 
Special Commodity Report .. 
Purchasing Follow-Up 


Regular Features 


Letters to the Editor Products and Ideas .. 
Purchasing People Office Equipment and Supplies: 
FOS... ye Association News ... 
Calendar of Coming Events . News 

Purchasing Pointers Employment Service 

Editorial: Dangers In a Buyers’ Market Index to Advertisers 
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On October 8, 1871 
when Mrs. O'Leary's 


cow toppled 


the lantern 
Hussey had been 
producing 

top quality 
copper 

for 23 years 


WAREHOUSES Cleveland - Cincinnati 
Chicago + New York (Long Island City) 
Philadelphia - St. Louis 


cy 
¥ 
MADE IN USA 


C. G. HUSSEY & COMPANY = PITTSBURGH 19, PA. a 


For More Facts Write No. 158 on Information Card—Page 32 
PURCHASING 





Unemployment Rise 
Becoming Serious 


Industrial Production 
Drops Two Points 


Purchasing Magazine’s revised 
Business Confidence Index for 
January remains steady at 88 
(1958=100). This sensitive indi- 
cator of purchasing agent opinion 
is off 16 points from a year ago, 
however. 


January 30, 1961 


Pulse of Business 


P reswent Kennedy’s No. 1 problem is what to do about un- 
employment. Last month, unemployment rose to 4,450,000, the 
largest figure for any December since 1940. It represented a 509,000 
increase over November and was three times the usual rise for the 
year-end. 

The figures will get worse before they get better. The Depart- 
ment of Labor estimates that in January unemploynient hit 5,500,- 
000—a 25% increase over the comparable month last year. In 
February, the department says, the jobless figure will hit 5,600,000. 





From February on, however, some improvement is indicated. 
The Labor Department’s estimate for March is 5,400,000 and for 
April, 4,900,000. 

The situation currently is worrisome because unemployment has 
gone beyond just the marginal workers and is reaching the stable 
core of the labor force. Nevertheless, skilled clerical workers and 
many types of professional help will still be in tight supply. Salaries 
for such workers, and for secretarial help, will not recede from 
current levels. 











The job of creating jobs is not going to be easy. Industrial pro- 
duction in December, adjusted for seasonal variations, fell to 103% 
of the 1957 average, a loss of 2 points from November and 8 points 
from the peak reached in January 1960. Curtailment of inventories 
in December and a lessening of demand growing out of inclement 
weather contributed to the drop. 

3efore too many tears are shed about the state of business, an 
analysis of industrial production in 1960 is in order. Last year, it 
reached a new high in physical volume, some 3% above 1959. 
Disappointment stems from the fact that production fell short of 
the earlier optimistic projections; from July on, it slid steadily 
downward. 





Fluctuations in steel tended to dominate the production index 


Business Confidence Index 
How P.A.s feel about the short-term economic outlook 
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Gates High Capacity V-Belt Drive 


handles greater power in less space! 


Gates Super HC V-Belt Drives, in use 
all over the world on all types of 
machines, are meeting the industry-wide 
demand for a means of transmitting 
greater power in less space. 


- Because of exclusive design features, 
Gates Super HC High Capacity V-Belts 
handle up to 3 times more horsepower 
than conventional V-belts in the same 
space. Or the same power can be han- 
died with fewer belts and smaller 
sheaves, saving up to 50% in drive 
space and cutting drive costs as much 
as 20%. 


Further, with smaller, lighter sheaves, 
bearing loads are reduced. Guards, ma- 


chine housing, countershafts, etc., can 
be smaller. Shipping weight is less. 


The drive can operate at belt speeds 
up to 6,000 ft/min without dynamic bal- 
ancing. This permits use of higher rpm 
motors—with savings in motor costs. 

Gates Super HC Drive is the first and 
most advanced high capacity drive. It 
is your best assurance that your power 
transmission units will not soon become 
obsolete. 

There is a Gates Field Engineer serv- 
ing your area. To contact him, and to 
get complete information about the Su- 
per HC Drive, call your nearby Gates 
Distributor. 


The Gates Rubber Company, Denver, Colorado 


Gates Super HC V-Belt Drives 
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Gates Super H( 
ive Saves space, 


weignt and money 


Building 

the future 

on 50 years of 
progress. 
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during the year. Following the strike in 1959, 
output recovered strongly, only to begin a 
sharp, sustained decline soon afterwards. But 
despite the gloominess caused by what seemed 
to be extremely low utilization of steel capacity. 
steel output and consumption during 1960 
were not too calamitous. 

Actual production last year came to 99,500,- 
000 tons, 6.3% more than in 1959 and 16% 
more than in 1958. Steel producers estimate 
that actual use of steel was 113,500,000 tons, 
only 3% under the peak 117,000,000 tons con- 
sumed in 1955. The operating rate for 1960 as 
a whole was 67% as against 63.3% in 1959. 








While the steel industry has ceased to esti- 
mate what percentage of capacity it is using, 
trade observers are making their own esti- 
mates. An educated guess is that annual capac- 
ity in the industry has risen to 152,000,000 tons 
from 148,500,000 tons at the beginning of 1960. 
Any marked upturn in steel consumption will 
bring the immediate prospect of a price in- 
crease, despite the continued low utilization of 
total steel capacity. 

Steel, however, must find markets to offset 
lower use by the automobile industry. Car out- 
put this year will be down compared to 1960, 


according to the automobile industry’s own esti- 
mates and those of the Department of Com- 
merce. Per unit consumption of steel will be 
further reduced by the sustained popularity of 
the compact car and the trend to shorter wheel 
bases. 





Copper producers have not wasted time in 
getting the price of the red metal down in the 
face of world overproduction. Following a re- 
duction in price by smelters, the producers cut 
their price to 29 cents, the lowest quotation 
since February 1959. There had been talk of 
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LONG AND STRONG... 


Continuous hinges 
by National Lock 


Build recognized quality into your products with 
continuous hinges by National Lock. Neat, attractive and 
strong! Load is distributed evenly for greater bearing 
capacity, lasting ease of operation. Choose from a wide 
variety ... equal or unequal wings, with springs or without, 
parallel or staggered holes, swaging to suit your needs. 

In steel, brass, stainless or aluminum. Precision-built by 
National Lock. Write for catalog today. 


NATIONAL LOCK 


INDUSTRIAL HARDWARE DIVISION ° NATIONAL LOCK COMPANY ° ROCKFORD, ILLINOIS 
INTERNATIONAL DIVISION 13 E. 40TH ST., NEW YORK, N. Y. . CABLE: ARLAB 


FURNITURE HARDWARE «+ LOCKS « APPLIANCE HARDWARE « FASTENERS « PLASTICS + ALL FROM 1 SOURCE 
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curtailment following a wage dispute in Chile 
which seemed to indicate a strike. Settlement 
of the dispute eliminated any chance of a 
shortage. 


Aluminum has also found itself in a position 
of oversupply. To prevent anything resembling 
a price debacle, the industry is determined to 
cut back production and will defer for the time 
being a number of expansion projects. The gov- 
ernment’s immense supply in stockpile will pre- 
vent the industry from getting immediate 
orders even if the new Administration steps up 
its defense program. 











Housing this year may be slow in making its 
recovery from the curtailment that was evident 
in 1960, even if mortgage money becomes more 
readily available. Builders find themselves in a 
buyers’ market and are compelled to cut prices 
to meet the competition of older houses. Where 
prices are not being cut, builders find they must 
offer better values in the form of extras. 

A substantial rise in the stock market in the 
first half of January has been a heartening sign 
for those looking for a silver lining in the dark 
business cloud. Here is evidence that the smart 
investor is seeking to “discount” a forthcoming 
industrial upturn. 

The market rise, however, may well be the 
result of conditions in the money market, 
rather than economic prospects as a whole. A 
decline in interest rates on Treasury Bills, for 
instance, would compel the astute investor to 
look for more lucrative returns and he might 
turn to common stocks. Also investors who had 
liquidated for tax purposes at the close of the 
year have come back for rebuilding of port- 
folios. 
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BUYERS’ GUIDE... 
to Ryerson service on stainless 


PLATES —availabie in 9 analyses including 


plates to Atomic Energy Commission require- 
ments and to ASTM specifications for code work. 
Also low carbon types for easy welding. 


HELIARC CUTTING available on request. 


Cleaner, smoother cut edges. Better machining 
because of minimum contamination and distor- 
tion. Less carbide precipitation. 


ke 5 
RINGS AND DISCS — Machine cut to 


your order. This service assures size accuracy, 
smooth edges, flatness and unaffected corrosion 
resistance—a lower-cost, ready-to-use product. 


METALOG/CS 


SHEETS —11 analyses of Allegheny stain- 
less sheets in stock including nickel and straight 
chrome types. Also extra wide sheets to reduce 
welding costs, expanded and perforated sheets. 


E ABRASIVE CUTS. 


—Stainless plates to 12’ x 25’ cut true square 
on abrasive disc machine. Length and width 
tolerance plus or minus 1/32”. 


HEADS—as.me. flanged and dished heads 
in types 304, 304L, 316 and 316L are on hand 
in large quantities, and in a wide range of 
gauges and sizes. 


“rs 


BARS AND ANGLES — rounds, squares, 
flat’s, hex's and angles in 8 types including 


free-machining bars with both analysis and 
mechanical properties controlled. 


wag 


SHEARING — accurate cutting of stainless 


sheets and light plate to the industry's tightest 
specifications. Shear hold-down clamps padded 
to protect sheet finish and flatness. 


_ 


PIPE AND TUBING —tight wai, stand- 
ard and extra heavy pipe, ornamental and reg- 
ular stainless tubing. Also screwed type and 
welding fittings and Cooper stainless valves. 


STEEL*ALUMINUM * PLASTICS * METALWORKING MACHINERY 


RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the 


Steel Family 
® 


PLANT SERVICE CENTERS: BOSTON + BUFFALO + CHARLOTTE + CHICAGO + CINCINNATI » CLEVELAND * DALLAS + DETROIT * HOUSTON * INDIANAPOLIS 
LOS ANGELES + MILWAUKEE + NEW YORK * PHILADELPHIA + PITTSBURGH « ST. LOUIS * SAN FRANCISCO » SEATTLE » SPOKANE * WALLINGFORD 
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Straws in the 
Trade Wind 


> LOWER CORPORATE EARNINGS— Cor- 
porate earnings after taxes will sag to almost 
$22 billion in 1961, compared with $22.6 billion 
last year. So says Standard & Poor’s. Major 
recessionary influences will be lower capital 
spending, a moderate inventory correction, and 
a short dip in consumer buying. But these for- 
ces are expected to weaken in the last half of 
the year. 


> PLYWOOD PRICE CUT—After a few 
months of relatively stable prices, the volatile 
plywood market is again moving downward. 
The price for the key 1/4 in. sanded fir ply- 
wood grade was reduced by some suppliers $4 a 
thousand square feet to $64. The $68 price had 
been in effect since October 1960. 


& FREIGHT CAR DELIVERIES OFF—Ship- 
ments of new freight cars to railroads and 
private car lines dropped 833 units to 3799, ac- 
cording to the latest monthly report of the As- 
sociation of American Railroads and the Amer- 
ican Railway Car Institute. At the same time, 
orders for new cars fell 2205 cars to 3680. A 
total of 22,781 cars are currently on order and 
undelivered. 


> EFFECT OF IMPORTS — How seriously 
have imports affected the American labor 
force? A partial answer is provided by the 
Electronic Industries Association which says 
that employment at 14 Chicago-area electronic 


For the P.A.’s Hot File... 


Lightweight tinplate, introduced by 
U.S. Steel last fall, is now being pro- 
duced commercially by a number of other 
steel companies: Bethlehem, Jones & 
Laughlin, and National Steel. The extra- 
thin tinplate will compete against alumi- 
num in the battle for the can market. 
It is designed to retain steel’s greater 
strength while reducing aluminum’s ad- 
vantages of lighter weight and lower cost. 
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plants dropped 20% because of foreign com- 
petition. The group has prepared a booklet— 
entitled “Plus Values”—which cites the advan- 
tages of buying U.S.-made electronic compon- 
ents. 


> THE BUSINESSMAN CAN TAKE IT—A 
switch on the theory that today’s fast business 
pace is “killing” has been offered by an insur- 
ance executive. Says Dr. Thomas S. Sexton of 
Massachusetts “Mutual Life Insurance: busi- 
ness executives are not more prone to ailments 
than any other occupation group. To support 
his thesis, he notes a recent survey which 
turned up fewer heart and artery diseases 
among business leaders than in non-executive 
groups. 


> HIGHER PLASTICS PRODUCTION —A 
5% to 10% increase in output of plastics ma- 
terials is anticipated by the Society of the 
Plastics Industry. This would bring production 
up to between 6465 million and 6773 million 
pounds—compared with 1960’s estimated pro- 
duction of 6158 million pounds. Last year, three 
plastics passed the one billion pound produc- 
tion mark: polyethylene, vinyls, and polysty- 
rene. 


& STEEL SCRAP CONSUMPTION RISING— 
Use of steel scrap this year by steel mills and 
foundries here and abroad will be between 32 
million and 34 million tons, predicts the In- 
stitute of Scrap Iren & Steel. Consumption in 
1960 totaled 30 million. Best year for the scrap 
industry was 1956 when combined domestic 
and foreign use totaled 40.5 million tons. 


> MACHINERY ORDERS DOWN —New 
orders for industrial supplies and machinery 
were down slightly, according to the latest 
monthly report of the American Supply & Ma- 
chinery Manufacturers’ Association. Its new 
order index fell one point to 181 (July 
1948—100). All-time high for the index—which 
reflects new orders for production tools, equip- 
ment, and supplies placed by industrial dis- 
tributors—is 221. 


> CAUTIOUS OPTIMISM—The electrical 
manufacturing industry views 1961 with cau- 
tious optimism. The National Electrical Manu- 
facturers Association says that sales may ad- 
vance slightly to $22.8 billion from $22.6 billion 
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ANOTHER 


DESIGN 
ADVANTAGE 

o} mm sal 

New Sterling 
mig-coadlo)at-l mum lele—1-) ele) 1-16 
Wee Uat-Celi-mre)el-1-1em D)ah-8 


Reliable speed control without creepage is but one of 
the major design advantages of Sterling’s new Frac- 
tional Horsepower Variable Speed Drive. Whether 
you select the fine adjustment handwheel that goes 
through the 10:1 speed range in six turns or the fast 
action lever control that requires less than one turn 


for the entire range, reliability is assured. 


Sterling’s creepage eliminator utilizes a cam and bear- 
ing with a positive roller-wedge lock. This exclusive 
design also has direct linear response: for every 
change in the control lever (or handwheel), there is 


an equal change in output speed. 


The control mechanism can be mounted in three posi- 


: - . i Available in ratings of 4%, ¥ and % hp, the 
tions, on either side or on top. In addition, electric, : ae MSS 

compact, lightweight Sterling Fractional Horse- 
pneumatic and mechanical remote controls are avail- power Variable Speed Drive provides infinitely 


able to meet your needs. variable speeds from 4660 to 1.2 rpm. 


For dimensions, prices, and other specific details concerning the use of this new Sterling drive in your 
fractional applications, contact your local Sterling office, or write direct for a free copy of Bulletin 201. 





a STERLING ELECTRIC MOTORS, INC. 


INSTRUMENTS 
INC 


5401 Telegraph Road, Los Angeles 22, California 
diary of HATHAWAY INSTRUMENTS, INC. 


Offices and stocks in principal cities throughout the United States 
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Pulse of Business 


Straws in the Trade Win 


in 1960. However, NEMA’s consumer products 
division is more hopeful. It predicts that ship- 
ments of electrical consumer goods will rise 
next year—with some appliance groups gain- 
ing 11% to 16% over 1960. 


&> FREIGHT COSTS SOARING HIGHER— 
With the announcement by Jimmy Hoffa that 
200,000 Midwestern teamsters received a 28-30 
cent-an-hour wage boost, P.A.’s can anticipate 
higher trucking freight rates. This agreement 
usually sets the pace for the rest of the coun- 
try. The trucking companies will now try to 
pass their added costs on to their customers. 


> EQUIPMENT LEASING RISES—Leasing 
of equipment increased last year, despite the 
second half business slump. About $530 million 
worth of production and office equipment was 
leased in 1960, compared with a volume of $392 
million in the previous year. The total does not 
include leasing of cars, trucks, railroad equip- 
ment, real estate, and buildings. 


> INDUSTRIAL FASTENERS OFF—Fast- 
eners shipments declined, according to the 
latest monthly report of the Industrial Fasten- 
ers Institute. Its index dropped two points to 
81 (1956-58—100)—marking the lowest level 
since November 1959. 


> A ROSY VIEW—A prominent Michigan 
University professor says that if war does not 
interfere, 1961 will be the best year yet for 


the U.S. economy. Dr. J. Philip Wernette de- 
clares that “1961 will show an upward trend. 
GNP will be up about 3% from 1960 figure 
and the rate of activity in the last quarter of 
the year will be up between 4% and 5% above 
the last quarter of 1960.” 


> NO PESSIMISM HERE —Despite wide- 
spread concern about the economy in the first 
half of 1961, a survey of 173 manufacturing 
companies shows this surprising result: 50% of 
the corporations expect their billings in the 
first six months will be higher than in the first 
half of 1960. This optimism over short-term 
prospects, however, is more prevalent among 
companies producing nonmetal or consumer 
products. 


> MAIL ORDER PRICES LOWER—Prices 
of three major mail order houses have dropped 
between 2% and 5%. Average prices in the 
midwinter catalogs of Montgomery Ward & Co., 
Aldens, Inc., and Spiegel, Inc., all are lower. One 
of the companies says its prices in the spring 
and summer catalogs will also be reduced. 


> STOCKPILE RUBBER SALES—Sales of 
crude natural rubber from the national stock- 
pile last month totaled 112 tons, reports the 
General Services Administration. Delivery of 
this rubber will continue through March. In 
the last 15 months, the government sold 97,- 
871 tons of stockpiled rubber. 


QUOTE! 
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“There are three major distinguishing features” that 
make the decade of the Sixties a new era for the steel 
industry, says John F. Smith, Jr., president of Inland Steel 
Company. First, he says, “We have shifted from an 
extended period of relative steel scarcity to one of ample 
capacity.” He adds also that “competition from other 
materials—wood, concrete, paper, glass, aluminum, and 
plastics—will be more intense.” Finally, “Rising world 
output has brought more competitors and greater steel 
availability into the international market.” To meet these 
challenges of competition, Mr. Smith recommends five 
methods: (1) cost reduction, (2) stronger market orienta- 
tion, (3) development of a world-wide approach, (4) con- 
tinued development of human resources, and (5) ac- 
celerated research in all areas. 


eeeeeeeeeceeoeeoeeeeeeeeeeeeeeeseeeeseeeeeeeeeseeeeeeeeeeeeee 


John F. Smith, Jr. 


JANUARY 30, 1961 15 





JEFFREY CONVEYORS TO MEET 
YOUR MATERIALS HANDLING NEEDS 


COMPONENTS, ACCESSORIES FROM STOCK 


The plant engineer must treat every conveying job as a brand 
new project; the material to be moved has its own peculiar 
characteristics; distances, elevations and surroundings vary 
to affect operating conditions. Selecting a conveyor requires 
a thorough knowledge of the factors involved. 

That’s where Jeffrey’s 75 years of materials-handling 
experience steps in to help. Based on this know-how, our 
engineers recommend the type of conveyor that will move 
the material most efficiently. They help plan it for maxi- 
mum performance at most economical first cost; will even 
supervise installations. 

Jeffrey conveying equipment maintains high production, 
lightens labor’s burden and reduces operating costs. Send for 
data. The Jeffrey Manufacturing Company, 784 North Fourth 
Street, Columbus 16, Ohio. 


\E4 | 
Vibrating Conveyors—transport hard-to-handle Spiral Conveyors and Bucket Elevators— Belt Conveyors— move materials 
materials easily. team up for horizontaland vertical travel. swiftly across country or on short hauls. 


Bin Vaives « Car Pullers ’ 
+ Chains +idiers+ Pulleys e | 2 ge = rz =~ 
*Sprockets « Take-ups 


« Buckets « Pillow Blocks 


CONVEYING +» PROCESSING *« MINING EQUIPMENT... 
TRANSMISSION MACHINERY...CONTRACT MANUFACTURING 
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i Pulse of Business ; 
The Trend of Prices FA 





e@ Weak Demand Forces Cuts 


In Copper, Zinc Prices METALS AND METAL PRODUCTS 





e Loss of Cuban Nickel 7 ae ; 
Won’t Hurt ; a a a EE Ge me 


ALL COMMODITIES 


NonFERROUS METAL prices continue to 
dip, but as yet this has not perked up demand. 
Here’s how the major nonferrous metal mar- 
kets shape up: 


FARM PRODUCTS 


Bureau of Labor Statistics 1947-49100 


Zine: After almost two weeks of confusion, 
zinc has returned to an established price of 
1114 cents-a-pound. At this writing, none of 
the major suppliers are granting discounts, at 
least officially. 

The American Zinc Institute reports ship- 
ments of slab zinc in December were the lowest 
since July 1952, totaling 46,094 tons—off 10,887 
tons from the previous month. 

Producer stocks advanced 8661 tons to 190,- 
810 tons during the same period. But refined 
zinc production rose sharply to 72,933 tons from 
60,841 tons in November. 


























Copper: Copper producers were forced to fol- 
low the lead of the custom smelters and reduce 
their price one cent-a-pound to 29 cents-a- 
pound. The previous price change in copper Seciudillls Milian 
was a three cents-a-pound reduction on October 
11, 1960. 

Copper Range Co. will suspend operations at 
its Champion mine on February 1 because of 
reduced demand. Two other producers also an- 
nounced production curtailments: Kennecott 
Copper Corp. is reducing 13% of its domestic 
operations and Anaconda Company is cutting 
output 10% in the United States and Chile. 























(Turn Page) 
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CANADA: Dominion Fasteners Ltd, Hamitton, Ontario. GREAT BRITAIN: Simmonds Aerocessories Lid, Treforest, Wales. FRANCE: Simmonds S.A, 3 ree Salomon de Rothschild, Suresnes (Seine). GERMANY: Mecano-Bundy GmbH. Heidelberg 
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Another Tinnerman Original... 


Nut-in-a-cage eliminates welding or staking... 
SPEED GRIPS*° hold themselves on panels! 


Wherever you require a heavy-duty, multi- 
thread, self-retaining fastener, a Tinnerman 
SPEED Grip Nut Retainer answers the need, 
holds down assembly costs. 

SPEED Grips snap into place...some into 
panel holes... others over panel edges. No 
special tools or skills required. Spring-steel 
fingers grip the panel, yet let the nut float to 
compensate for normal panel-hole misalign- 
ment. Welding, staking and clinching are 
eliminated. SpeED Grips can even be applied 
after panels have been finished, avoiding paint- 
clogged threads. 

SPEED Grips are available in a wide range 
of sizes and types, including front-mounting 
nut and bolt retainers for hard-to-reach or 
blind locations. 

See your Sweet’s Product Design File, sec- 
tion 8-T for data on these and other Speep Nut 


Brand Fasteners. Your Tinnerman representa- 
tive has complete information and samples. If 
he isn’t listed under “Fasteners” in your 
Yellow Pages, write to: 


TINN ERMAN PRODUCTS, Inc. 
Dept.12 +» P.O. Box 6688 + Cleveland 1, Ohio 


TINNERMAN 


Speed Nuls 


FASTEST THING IN FASTENINGS ® 
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Pulse of Business 


Miore on Price Trends 


Stocks of copper held by U.S. producers rose 
9018 tons to 139,272 tons last month. Producer 
shipments to American consumers were down 
8586 tons to 91,163 tons—the lowest since July 
1960. 


Lead: Demand for lead was slight in recent 
weeks. Most orders have been for carloads from 
smaller consumers. 

According to the latest monthly report of the 
American Bureau of Metal Statistics, however, 
world production of lead increased. Mine out- 
put was up around 2000 tons to 140,178 tons. 

The Business and Defense Services Adminis- 
tration reports that consumption this year is 
expected to be slightly larger than the 1,040,000 
tons used last year. In 1960, output from 
primary and secondary smelters was 800,000 
tons, estimates BDSA. 


Nickel: In spite of the loss of Cuban nickel, 
supplies from other sources will be sufficient 
to meet requirements this year. So says the De- 
partment of Commerce in its 1961 nickel] sur- 
vey. 

Production increases in Canada and other 
Free World countries will offset loss of sup- 
plies from the Nicaro and Freeport plants in 
Cuba, the department says. 


NYO POD 
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4 
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Tin: The tone of the tin market recently has 
been steadier despite the apparent lack of con- 
sumer buying interest. Probable reason for the 
price steadiness is the rumor that the manager 
of the Buffer Pool plans to buy tin, which could 
upset the current supply-demand situation. 

Tin consumption in the United States de- 
creased 7%, according to the latest monthly re- 
port of the Bureau of Mines. Use of primary 
tin was 3290 tons—off 470 tons from the prev1- 
ous month. 
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THE KIND | NEED? WHEN | NEED IT? 
(No matter how tough or unusual your 
application or what type hose it calls for— 
Goodyear has the answer!) 


(When you need hose in a hurry—locally 
available right from distributor stocks— 
Goodyear has the answer!) 


FOR THE RIGHT HOSE... AT THE RIGHT PLACE... ° 
CALL YOUR GOODYEAR DISTRIBUTOR... first in 


Lots of good things 
come from - 


PURCHASING 





Has All the Right Answers! 





TOUGH AS | NEED IT? SPECIAL HELP WHEN | NEED IT? 
(For the extra ruggedness, extra depend- (Call for the advice of an expert like the 


ability and extra safety of real quality G.T.M. — Goodyear Technical Man — and 
hose—Goodyear has the answer!) Goodyear has the answer!) 


AT THE RIGHT TIME... AT THE RIGHT PRICE... 


service with all industrial rubber products 3.2" 


Division, 


Akron 16, Ohio 


a FAR INDUSTRIAL 
y PRODUCTS 





When so much literally hangs on a bolted connection— 
as in this swing—the importance of a single nut becomes 
dramatically clear: If the nut lets go, tragedy! 

In a sense the same is equally true of complex and 
costly products like farm equipment, washing machines, 
computers—or any other product you make that is sub- 
ject to vibration when it is operating. 

If your customers can’t count on critical connections 
staying tight under punishing field conditions—and, even 
should the actual damage be slight—if they’re faced with 
failure and expensive downtime because a nut lets go 
—you ve had it when it comes to reorders! 

The moral is clear. You simply can’t afford to have 
your product’s reputation for reliability ruined by fasten- 
ers that can’t be relied on. 


for the rin g 


When fastenings fail... 
it may 


rub gs OS b+ bo ba Sed 


that 
suffers most 


For more than 20 years, many of America’s top manu- 
facturers have relied on Elastic Stop® nuts to protect 
their product’s reputations. They’ve learned that Elastic 
Stop nuts with their exclusive nylon locking inserts 
simply will not work loose! Not under the toughest im- 
pact, shock or vibration! Never! They stay put to give 
your product low cost insurance against fastener failure 
—the kind of insurance you can’t afford to be without! 

When you remember that reorders are written in your 
customers’ maintenance records, you'll want to see how 
these leading companies protect the good name of their 
products with Elastic Stop nuts. Write for our interesting 
Bulletin No. 5901 Dept. $46-115, Elastic Stop Nut Cor- 
poration of America, 2330 Vauxhall Road, Union, New 
Jersey. 


reliability 


ELASTIC STOP NUT CORPORATION OF AMERICA 


$< gx 


For More Facts Write No. 166 on Information Card—Page 32 
PURCHASING 





Washington Report 





Kennedy Administration 
Plans Aid to Unemployed 


Presipent KENNEDY’S 
economic advisers concur that 
we are in a recession and that 
the problem is not wholly trace- 
able to inventory adjustment. 
They feel that industry’s cau- 
tious inventory policy is the re- 
sult more than the cause of the 
downturn. 

Based on this conclusion, 
Kennedy’s proposed remedies 
are divided into two parts: 

(1) Those aimed at meeting 
the immediate problem of get- 
ting people back to work. 

(2) Those designed to boost 
the economy over the long term. 

For the present, Kennedy will 
tackle the problem of unemploy- 
ment. Latest seasonally adjusted 
Labor Department figures show 
that 6.8% of the workforce was 
unemployed last month — the 
highest December unemploy- 
ment since 1940. 

The Kennedy approach is that 
his Administration cannot mere- 
ly sit out the employment lag. 
For the next six weeks of win- 
ter, employment will continue to 
be off; this may last until the 
job market picks up in the 
spring and summer. 

Also by mid-year, many buy- 
ers will switch from inventory 
liquidation to accumulation. 
Thus there is some support for 
a policy that would wait out the 
recession and mark time during 
the next three to four months. 

This will not be President 
Kennedy’s policy, however. He 
has been advised that we are in 
for a further contraction of the 
economy and that normal re- 
covery later this year just won’ 
be enough. 

A key element in the Kennedy 
policy was supplied by the re- 
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port on the economy prepared 
by Dr. Paul A. Samuelson, pro- 
fessor of economics at Massa- 
chusetts Institute of Technolog ;. 
Dr. Samuelson pointed out that 
the recovery from the 1958 re- 
cession was an anemic one and 
that 1959 and 1960 were disap- 
pointing years. 

Based on this thinking, Ken- 
nedy is proposing a much more 
aggressive economic design. For 
the immediate problem of creat- 
ing jobs, he will rely on time- 
tested job-making remedies, 
such as pump-priming by step- 
ping up the level of road build- 
ing, public works, and housing 
starts. Emphasis would be 
placed on projects that can be 
put underway quickly. 

As a direct relief measure to 


the unemployed, more and a 
greater variety of surplus food 
will be distributed. Surplus food 
distribution in depressed areas 
is already on a larger scale than 
is generally realized. The eco- 
nomic task force on distressed 
areas headed by Senator Paul H. 
Douglas (D-Ill.) pointed out 
that in West Virginia alone, 
281,000 people out of a total 
population of 1.8 million re- 
ceived surplus food in October. 
Another measure favored to 
provide relief to the jobless is 
continuing unemployment in- 
surance payments to those who 
have exhausted their benefits. 
The combination of pump- 
priming and relief should carry 
the economy through the winter 
with no further deterioration. 
However, the Kennedy advisers 
do not see an automatic turn- 
about developing in the economy 
come spring and summer. 
These experts advise a wait- 
and-see approach to large-scale 
public works until they can get 
an accurate reading of what 
happens in February and March. 
(Turn Page) 





Federal Budgets 1955-1962 
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RECEIPTS® 


$ Billions 


SURPLUS 






































Former President Eisenhower's estimates of the federal budget show surpluses 
of 79 million in fiscal 1961 and 1,468 million in fiscal 1962. However President 
Kennedy's plans for the future may result in deficits for both years. 
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Anaconda takes to the road with ideas for 
greater values and higher productivity 


We're in the market with ideas. Ideas 
for doing new jobs—like making tran- 
sistor bases and fluid-cooled conductors. 
Ideas for doing present jobs better— 
helping you match the metal to the job 
more precisely so that you can offer equal 
or greater value and reduce total costs. 

These ideas are embodied in Ana- 
conda’s line of copper, brass, and 
bronze mill products, the broadest in 
the industry—and in the vast pool of 
experience and technical knowledge of 
Anaconda men. + 


For More Facts Write No. 167 on Information Card—Page 32 


To put these ideas to work we've 
taken to the road with a traveling 
value-analysis clinic, stopping in indus- 
trial centers all over the country. We've 
a truckload of displays representing our 
principal products to serve as starting 
points for discussions of the ideas. 
We're detaching specialists, technical 
men, mill men, executives to discuss 
and explain the ideas with all manu- 
facturers who can attend the clinics. 

We're also busy generating new ideas 
in an aggressive research and develop- 


\ tie 


ment program. And we plan to make 
available soon small, balanced value- 
analysis teams to go out in the field and 
work with individual company organ- 
izations—make specific suggestions and 
recommendations regarding materials, 
fabricating methods, design, etc. 
Anaconda is on the move. If you 
have problems in which you think a 
new approach might help—call your 
Anaconda American Brass representa- 
tive. Or write: Anaconda American 
Brass Company, Waterbury 20, Conn. 


60105 


AnaconbA 


COPPER —BRASS —BRONZE 
NICKEL SILVER MILL PRODUCTS 


Anaconda American Brass Company 
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Washineton Report continued 





If conditions in late winter are 
moderate, the Administration 
will go slow on public works. If 
the recession appears to be feed- 
ing on itself and leading to a 
downward spiral, the Kennedy 
advisers will call for an all-out 
pump-priming effort. 

One of the major highlights 
of former President Eisenhow- 
er’s Administration was the fed- 
eral-aid high-way program — a 
$100 billion public works task. 
President Kennedy plans an 
even more ambitious program 
aimed at urban development. 

At the present time, ordinary 
consumer requirements of the 
population will not provide a 
market for the nation’s plant fa- 
cilities and work for the expand- 
ing labor force. On the other 
hand, present plant facilities 
would be inadequate for a thor- 
ough refurbishing of the na- 
tion’s cities. 


Urban Needs Will Go Up 


The requirements for water 
and sewage for urban popula- 
tions over the next ten years 
have been estimated by the De- 
partment of Commerce at $25 
billion. Modern mass transporta- 
tion costs would mount into vast 
figures and call for huge ton- 
nages of materials and a large 
workforce. All of this would be 
in addition to the reclamation of 
slum areas and the rebuilding of 
many other city facilities and 
services. 

These huge undertakings are 
in the background of the Ken- 
nedy proposals to establish a de- 
partment of Urban Affairs with 
Cabinet rank. Obviously such a 
grandiose change will take years 
to get underway. It took several! 
years to get the federal-aid high- 
way program going and the re- 
development of cities would be 
even more difficult. 

A full-scale urban redevelop- 
ment program would stimulate a 
boom, but there is a serious 
question whether it could be suc- 
cessfully launched within the 
next several years. In the inter- 
im, the Kennedy program leans 
heavily on other incentives to 
stimulate the economy. 
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There is strong support in the 
Administration for increasing 
the minimum wage. An effort to 
enact a higher minimum will be 
one of the new President’s top 
priority objectives. 

Any increase in the minimum 
wage is designed to lift purchas- 
ing power at the lower levels of 
the economy. At the same time, 
the higher minimums will fur- 
ther encourage mechanization 
and reduce somewhat the re- 
quirement for labor. 

Another incentive for mech- 
anization and modernization fa- 
vored by the Kennedy Adminis- 
tration is change in the allow- 
ances for depreciation. A depre- 
ciation survey of several thous- 
and businesses conducted bv the 
Treasury Department, had these 
results: 32% of the large cor- 
porations and 53% of the small- 
er firms regard the present tax 
allowances for depreciation as 
reasonably satisfactory. About 
63% of the large corporations 
and 42% of the smaller firms 
consider the present allowances 
unsatisfactory. 

Of those who believe that the 
depreciation allowances are un- 
satisfactory, more than 60% sav 
that under the present allow- 
ances, useful life is excessively 
long for tax purposes. Twenty 
per cent fee] that there is insuf- 
ficient allowance for depreciation 
during the early years of equip- 
ment service. And 70% believe 
that the change in price levels is 
a major cause for the inad- 
equacy in the depreciation allow- 
ance structure. 

Among the larger corpora- 
tions. most of the respondents 
sav that the taxpayer should be 
able to choose the rate of de- 
preciation. Some 29% feel that 
the depreciation adjustment 
should reflect the increase in 
price levels. 

Among the smaller companies, 
about half believe that they 
should be able to follow their 
own judgment in setting the de- 
preciation rate. About 22% feel 
that the increased price levels 
should be given weight in de- 
preciating equipment for tax 
purposes. —A. N. Wecksler 





HARDINGE 


ELMIRA, NY. 


THis Man 
for: 


Accurate and Durable Collets, 
Feed Fingers and Pads 
with 
Prompt Delivery Service 


and 


Attractive Prices 


One Source of Supply 
Means Purchasing Economy 


Order From HARDINGE Today 


Collets—Feed Fingers—Pads 


FOR: Brown & Sharpe, Cleveland, Cone, 
Davenport, Greenlee, Acme Gridley, 
National Acme, New Britain, Warner & 
Swasey, Jones and Lamson, Gisholt, 
Bardons & Oliver, Foster, Morey, 
Simmons, Ames, Atlas, Cushman, 
Hendey, LeBlond, Pratt & Whitney, 
Monarch, Bridgeport, South Bend, 
Kearney & Trecker, Linley, Van 
Norman, and others. 


Shop Proved 
for Over 65 Years 


“How to Order ¢ 
Collets’”’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. ¥. 


Immediate Delivery from Conveniently Located 
Stocks in: 
Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, Los Angeles, New York, Philadelphia, 
Seattle, Portland, Minneapolis, Oakland, St. Louis, 
Springfield, N.J., and Toronto. 
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Improving the best is a Bound Brook habit 


That’s why you'll now be getting even better 
service on Bound Brook bearings. Through our 
recent alliance with the world-wide organization 
of Birfield Limited, Bound Brook is now unques- 
tionably the world’s leading producer of self- 
lubricated metal bearings. In the future, your 


OP 
one 


bearing problems will be solved with the benefit of 
technological interchange with the far-flung com- 
panies comprising Birfield—new engineering skills 
...new manufacturing techniques... new data 
on metallurgical research and bearing develop- 


ment. You’ll note that even our name is new! 


BOUND BROOK BEARING 


CORPORATION OF AMERICA 
A BIRFIELD COMPANY 


Pioneer in Powder Metallurgy Bearings and Parts * Plants at Bound Brook, N.J. and Sturgis, Mich. 
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Steel Buying Continues 
At Hand-to-Mouth Levels 


e Inventories Hitting Bottom 


e Automakers 
e 61 Output 


Hanp-10-mout buying in 
steel will be with us for some 
time yet. It might be late 
September before there is any 
“unusual” flurry in the steel 
market as far as availability is 
concerned. So the purchasing 
agent will remain king pin in 
steel in 1961. 

New steel business so far this 
year suggests that January will 
come up to the level of last No- 
vember. December experience 
was so miserable that steel peo- 
ple don’t even want to recall it. 

With the steel rate having 
been bluntly pulled from the sta- 
tistical picture, it may be a littie 
difficult to compare current ac- 
tivity with former periods. But 
since there is to be little change 
in steel capacity this year from 
a year ago (no more than an in- 
crease of three or four million 
tons) “informal” steel ingot 
operating rates compiled by ex- 
perts won’t be too far off the 
actual figures. 

Using a slightly larger ca- 
pacity figure, it looks as if steel 
operations in this quarter will 
average no more than 54% of 
capacity. Just before the end of 
1960, the operating rate was 
38.5%. In the first week of this 
month, the rate was about 45% 
and in the second week, it was 
about 47% to 48%. 

Some time in February, the 
steel rate will probably go 
slightly above 50% of capacity, 
but it will show no unusual 
activity above that level until 
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Cut Purchases 
May Decline 


late in February or mid-March. 
Then the rate ought to be ap- 
proaching 57% to 59% of ca- 
pacity. This will be due to the 
fact that order volume turned 
up slightly in January. 
However, there will no 
shouting or hurrahs in the steel 
industry for some months to 
come. Customers will be able to 
get what they want about as 
f as they want it. If they 


be 


last 
can’t get it when they want it 
from one source, they will be 
able to get it from another. 
Some mills have lost orders re- 
cently because they missed out 
on deliveries by a few days. 

Of course, steel mills do not 
like the day-to-day or hand-to- 
mouth buying practices. Nor do 
they like the “new” policy of 
users who are carrying less steel 
on their shelves than at any 
time in recent years. It appears 
that in 1961 steel consumers will 
attempt to carry even less steel 
in stock. Their reasons for this 
are: 

(1) Easy to get steel. 

(2) Large capacity 
types of products. 

(3) Don’t want to tie 
money when not necessary. 

(4) If a price increase comes 
later this year, it will be mild 
and not worth much—if any— 
hedging. 

(5) It’s too far ahead of the 
strike scare period—slated to 
come very late this year or early 
next year—to lay in any more 
stee] than is necessary. 


in all 


up 


Photo courtesy Bethlehem Steel Co. 
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rebwakadiaies Demand genuine Shakeproof” Live Action 
Shak lit tion! 
donate aoa Lock Washers — never accept a substitute! It just doesn’t 


pay off. As a matter of fact, anything less than Shakeproof quality 
may pay you back in dissatisfied customers, lost business, extra 
service time and factory rework. 

Live Action takes the risk out of fastenings. Shakeproof’s 
exclusive 3-way combination of multi-toothed line bite... built-in 
spring reaction that holds harder under stress . . . and bracing strut 
action—rigidly opposes loosening—assures a permanent fastening. 

Test-after-test proves Shakeproof Live Action locking superiority. 
You can prove it, too! Order a Shakeproof Sample Kit—we’ll send 
you a selection of Shakeproof Lock Washers to test as you see fit. 

Don’t pussyfoot. . .make tracks to Shakeproof for the lock washer 
that never compromises your product’s reputation. 


superior Live Action locking yourself. Includes washer 
test samples and booklet with test data, information 3 y « é 
, A Washer « 
n all washer sizes and types including custom- — tS Os ¢ 
° asher sizes and types i tom SS 4 @ 


designed *'Specials'’. Write for yours. : ‘ y' “ars 


Sk EPRPROOF “FASTENING HEADQUARTERS” 


DIVISION OF ILLINOIS TOOL WORKS « St. Charles Road, Elgin, Illinois 
In Canada: SHAKEPROOF/FASTEX, Division of Canada Illinois Tools Ltd. 
67 Scarsdale Road, Don Mills, Ontario 


Ca 


ORDER A SHAKEPROOF SAMPLE KIT ... prove o> te Be 


Copyright Shakeproof, Division of Illinois Tool Works, 1961 
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Another View On the Steel Outlook 

“Steel production in the coming months will move consid- 
erably above its present level. Although the upturn will be 
gradual, the first quarter of 1961 should show a definite im- 
provement over the last quarter of 1960. In general, 1961 is 
likely to be the reverse of 1960. Total steel consumption will 
be at about the same level as in 1960, but steel production will 
be more closely related to steel usage, resulting in a better 
balanced quarterly average. To support this level of steel usage, 
however, steel buying will move upward as steel-using industries 





But there are also a few rea- 
sons why steel buying will take 
on a brisker pace soon. These in- 
clude: 

Chewing Up Rate: This prob- 
ably was as high as 70% in the 
middle of last year. But towards 
the end of the year, steel con- 
sumption dropped to 60% or 
less. With the steel rate at 48% 
and the chewing up rate at 60“, 
one has to go up or the other 
comes down. It looks like the 
steelmaking rate will go up be- 
cause the consumption rate is 
unlikely to drop much further 
than 55% to 60% before an up- 
ward trend begins. 

Slim Inventories: This is a 
tune that has been played over 
and over again by steel sales- 
men. But sometime inventories 
will be slim—perhaps in March, 
when inventories may not be 
sufficient to provide safety mar- 
gins as manufacturers compete 
for available business. Delivery 
is—and will be—important for 
some time to come in the whole 
metalworking picture. 

Some Price Hedging: Price 
hedging will be less a factor this 
year than in former years. But 
to some it may be important. So 
it must be figured as a slight 
factor in boosting steel buying. 

Nevertheless, steel buying in 
March and April won’t be much 
better than in January and Feb- 
ruary. But by that time, the 
bottom will probably have been 
reached and steel will be start- 
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reach their minimum inventory working levels.” 


Logan T. Johnston, President 
Armco Steel Corporation 





ing to show some signs of life. 
Getting off the bottom is a far 
cry from reaching the top of a 
new cycle; that probably won’t 
come until May 1962. 

There will be some soft spots 
in the steel buying picture this 
quarter—and next. Auto buying 
of steel may falter a little as 
carmakers attempt to get rid of 
large stocks of cars. Automobil> 
manufacturers will also want to 
get a better picture of which 
way purchasing power is head- 
ing before they commit them- 
selves to all-out production 
again. Despite this, the auto in- 
dustry will still be steel’s best 
customer in 1961. 

Considering that there will 
probably be black business news 
for at least the first four months 
of this year, steel orders from 
railroads will be poor in num- 
ber and in tonnage. Some steel 
may be needed for freight cars 
which are now in short supply. 
But without revenue, the roads 
won’t buy new cars. The same 
goes for rails and track acces- 
sories. So it may be the second 
half of this year before the rail- 
roads are a big factor in the 
steel market. 

Canmakers may provide a 
slight steel buying impetus soon. 
Tinplate sales had fallen off be- 
cause of seasonal factors and the 
big supply of tinplate in can- 
makers’ hands. But hopes that 
this market will perk up sub- 
stantially may be premature. 


Plate, structurals and con- 
crete reinforcing bars will be in 
good demand as_ construction 
holds up. But capacity to make 
these products is so great that 
there is no problem with de- 
liveries; nor will there be one 
until some time early in 1962. 

It looks as if operations in the 
last half of this year will aver- 
age about 70% of steel capacity. 
This would mean that the big- 
gest activity in steel will come 
some time after August. Best 
guess at this time is that steel- 
makers will turn out about 97 
million tons of steel in 1961. It 
could go over this mark but it 
could also go lower. 

However, as the steel labor 
negotiating period gets closer, 
the need to stock up steel will 
become more urgent. Here’s 
what may happen: 

(1) More active ordering of 
steel in the fourth quarter of 
1961. 

(2) Realization by January 
strike in the summer of that 
1962 that there may be a steel 
year. 

(3) Need to stock up in the 
first six months of 1962, regard- 
less of whether or not there is 
a strike. 

(4) If there is a strike, there 
will be a “digestion” of steel 
stocks. If no strike, then there 
will also be a “digestion” of steel 
stocks—and a very low steel in- 
got rate for some time after- 
wards. 
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How Owens-Illinois put more muscle 


in 


MR. STRONGBOX 


LOCALIZED SERVICE FROM: 


Atlanta, Ga. 
Aurora, Ind. 
Bradford, Pa. 
Bristol, Pa. 
Chicago, Ili. 
Dallas, Texas 
Detroit, Mich. 
Flint, Mich. 
Jacksony ille, Fla. 
Kansas City, Mo. 


Long Island City, N. Y. 


Los Angele s, ( salif 
Madison, Iil 
Memphis, Tenn. 
Mercedes, Texas 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Newark, N. J 
Oakland, Calif. 


Salisbury, N. C. 


*These plants operated by National 
Container Corporation of California, 
subsidiary of Owens-Illinois 


PAPER PRODUCTS DIVISION 
FORMERLY NATIONAL CONTAINER 


its corrugated boxes 


\fter five years of research, Owens-Illinois has redesigned C-flute, a standard 
corrugated arch, to make it stronger than any previously available. 
For corrugated-box users, this new C-flute means: 1) greater protection of 
r product because of increased resistance to crushing, 2) a more rigid 
3) more positive folding during assembly, and 4) fewer high and low 
resulting in better printing. 
cret of the new C-flute is a structural change in the corrugated arch 
which gives it substantially greater flat-crush strength. Result: a better box 
at no extra cost to the user! 
We have a plant near you and if Owens-Illinois can’t package your product 
in corrugated, nobody can! 


Owens-ILuNots 


GENERAL OFFICES + TOLEDO 1,OHIO 





Purchasing Follow-up 





ASA Issues New Standard 
For Grinding Wheels 


The American Standards Asso- 
ciation has approved new stand- 
ard specifications for shapes and 
sizes of grinding wheels. 

These standards are listed in a 
recently-issued publication, num- 
ber B74.2-1960. They classify, ac- 
cording to 12 end categories, the 
shapes and sizes of grinding 
wheels which are considered 
standard by industry. 

A shape and size of a wheel 
has been included in this ASA 
publication only after determin- 
ing—on the basis of sound engi- 
neering practice—whether it was 
dimensionally designed to per- 
form the job for which it was 
intended. 

The new publication replaces 
the former booklet, number R45- 
57. It can be obtained without 
charge from the Grinding Whee] 
Institute, 2130 Keith Building, 
Cleveland 15, Ohio. 


1960 Business Failures 
Hit 27-Year High 


Business failures totaled 
445 in 1960, a 27-year high. 

Failures ran 10% above the 
previous year’s total of 14,053 
and moderately exceeded the 
1958 recession level of 14,964. 

Rate of failure of business con- 
cerns was 57 per 10,000 listed en- 
terprises last year. While this 
was the most severe toll in the 
postwar period, it was still be- 
low the 1933 rate of 100 per 10,- 
000 businesses. 

Dollar liabilities also rose dur- 
ing the year to $938.6 million— 
35% above 1959. Losses were 
larger in all industries (except 
retailing) and in all major geo- 
graphic areas. 

Greatest percentage of liabili- 
ties were in the $5000 to $25,000 
bracket. Forty-two percent of all 
liabilities were in this area, com- 
pared with 36.7% in the $25,000 
to $100,000 bracket. About 20% 
were divided evenly among two 


15,- 
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brackets, under $5000 and $100,- 
000 to $1,000,000, with the re- 
mainder in the over $1,000,000 
category. 

Most industries suffered a 6% 
to 8% increase in the number of 
business failures. However, con- 
struction failures went up most 
last year, rising a sharp 26%. 

A good part of the rise in fail- 
ures came from non-metropolitan 
districts. But there were some 
large cities suffering higher tolls, 
including Cleveland, Pittsburgh, 
Newark, Houston, and Seattle. 

In December 1960, 1353 busi- 
nesses failed—up from 1311 in 
November and 1080 in December 
1959. Dollar liabilities during the 
month amounted to $78,971,000, 
off from $84,463,000 in Novem- 
ber but higher than the $59,556,- 
000 recorded in the similar 
month of 1959. 


Launch New Publications 
For Scientists, Engineers 


A new magazine designed iu 
serve scientists and engineers in 
the United States and the rest of 
the Free World will be launched 
by Conover-Mast Publications, 
Inc., publishers of PURCHASING 
Magazine and seven other techni- 
cal publications. 

First issue of the new monthly, 
International Science and Tech- 
nology, will appear in January 
1962. The publication will review 
and interpret the industrial sig- 
nificance of developments in ad- 
vanced areas of technology and 
science. 

All scientific categories that 
have application to industrial 
progress will be covered by the 
new publication. Its audience will 
be key scientists and engineers 
in industry, government, and in- 
dependent research and develop- 
ment organizations. 

International Science and Tech- 
nology will be the largest tech- 
nological publication launched 
since World War II. It will have 
an initial circulation of over 
100,000 copies. 


Move Small Containers 
Via Piggyback Cars 


The Railway Express Agency 
has launched a small container 
piggyback service between New 
York City and St. Louis on a trial 
basis. Using magnesium contain- 
ers with a capacity of 4,000 
pounds and 85-ft piggyback rail 
cars, the service extends the pig- 
gyback concept to smaller ship- 
ments. 

Twenty containers can be load- 
ed on a rail car, with each one 
tagged for a different destination 
city. Loading or unloading a con- 
tainer can be handled by one man 
in less than three minutes with 
the aid of a hydraulic, variable- 
height platform truck. REA Ex- 
press plans to expand this service 
to intermediate points between 
major cities. 

Formerly, the amount of freight 
that could be loaded or unloaded 
at an intermediate stop was de- 
termined not so much by the ca- 
pacity of the boxcar or the 
freight available as by the length 
of time the train stopped to ac- 
commodate passengers. With the 
easily handled magnesium con- 
tainers, this is no longer a prob- 
lem. 

Along with increased service, 
less-than-carload shippers will 
receive other advantages: reduc- 
tion of loss and damage to ship- 
ments and faster service due to 
fewer handlings of freight en- 
route. 

At the present time, the piggy- 
back containers are loaded and 
unloaded by REA Express em- 
ployees at the freight depot. The 
next step would appear to be to 
have shippers and receivers do 
the loading and unloading them- 
selves. Other forms of transpor- 
tation may offer similar equip- 
ment and service. 

The containers, made for REA 
Express by Fruehauf Trailer 
Company, weigh 496 lbs and 
have a payload volume of over 
210 cubic ft. Double doors on one 
side and one end provide a 41 by 
83 in. opening. 
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and external 
retaining rings — 
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for axial assembly 


You can now get Industrial Series 3000 and 
Series 3100 Retaining Rings, PRE-STACKED — 
in the most popular sizes — from .250” to 1.375”. 
You can get them immediately and for no more 


than. you have been paying for bulk rings. 


You need waste no time untangling snarled rings 

—you don’t have to guess at inventories on 

hand. And, you don’t have to pay any premium 
) pay any | 


for these money saving conveniences, 


Your IRR Distributor carries Industrial Pre- 
Stacked Retaining Rings . . . or, write us for 
complete information. 


These Industrial Retaining Rings — both IN- 
TERNAL and EXTERNAL — come pre-stacked, 
with lugs aligned, in stacks of 250... ready for 
automatic or semi-automatic dispensing. 


Send for Catalogs No. 30P and 31P. 


. 0 Originators of modern retaining ring dispensing 


INDUSTRIAL RETAINING RING COMPANY 
57 Cordier Street, Irvington 11, New Jersey 
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“T need that shipment 
tonight! Send it 


United jet freight.” 
. - 


When you need a shipment in a hurry . . . specify 
United Air Lines jet freight. United jets can span 
the nation in less than five hours... providing 
same-day delivery to Main Line cities coast to coast. 











And United Air Lines’ growing jet fleet gives 
fast, frequent jet freight service to and from more 
U.S. cities than any other airline. 


In addition to carrying freight on every passenger 
flight, United also serves you with a fleet of fast 
DC-7 Cargoliners. This total airlift is one reason 
United is your best choice for fast, dependable 


delivery of urgently needed shipments. Another: 
United follows through with your shipment 

from the moment space is reserved until it’s 
delivered to you. 


Next time you need delivery in a hurry... 
have the shipment sent United air freight. 
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Compact K-47 Yale Electrics 
work in narrow spaces 


and low headroom areas 


e High lifting speeds e Shortest length for nar- 
row aisle operation e I-beam mast construction 
provides high rigidity under all load conditions e 
Capacities 2,000 to 3,000 Ibs. 


To cut costs in car loading, dock handling and ware- 
housing, consider Yale Electric K-47 Trucks. With fewer 
wearing parts, electric power reduces maintenance and 


down-time costs. The trucks are fast, safe, silent. Stand- 
Easy battery change—Steering wheel unit 


pivots on steer shaft to permit hinged battery s = . * ’ 
oe te ae eens damenaine ebe up end control with low 7-inch step simplifies operator's 


ages cnt gaa — on-and-off movements. Compactness of design permits 
truck to operate in minimum aisles with right angle stack- 
ing. You'll find exactly the Electric the job requires in 


Yale’s complete line. 


START SAVING NOW. Yale has flexible finance plans that 
will put this electric truck to work for you immediately. 
For more information see your Yellow Pages for name of 
nearest distributor. Or write us for his name. 


Choice of three masts—Simplex (Yale 
tandord), Dupl d Triplex. K-47 fork ° . 208 
outa dap tcemhar scmad So enalinea Yale Materials Handling Division, Dept. K101, Phila. 15, Pa., 


hydraulic attachments for specialized re- 


quirements. A Division of The Yale & Towne Manufacturing Company 





“Only one company can 


recommend the right truck YA [ E 


for the application... 


INDUSTRIAL LIFT TRUCKS 
the company that makes TRACTOR SHOVELS - HOISTS 
them all” 


YALE & TOWNE 





Stability over uneven surfaces—Pivoted 
steering axle provides articulation to insure 
proper contact of all four wheels at all times. 
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“Who makes it easy to get 
‘magnetic core components?” 


There’s no monkey business when you seek informa- 
tion about magnetic cores and laminations from 
Magnetic Metals. No double-talk on specifications. 
No ifs, ands or buts about delivery. Here’s a source 
of supply that simplifies your purchasing job with 
the straight facts—all the information you need to 
order magnetic materials. A big comfort, particularly 
when Engineering is breathing down your neck. 

You'll get expert engineering guidance with any 
problems you may have with specifications. You’ll 
get firm price quotations. You'll get delivery dates 


| |acnett Cc 


Fa 


(Bl) /ETALS 
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“Magnetic Metals, 
of course!”’ 


you can count on. (Magnetic Metals ships cores and 
laminations from stock from both its East and West 
Coast plants, so delivery is swift.) And you'll get 
fast, written confirmation of your order, usually 
within 48 hours. 


Besides making your job easier, Magnetic Metals 
has much to offer in the special way its products are 
made, in exceptional attention to detail all along the 
line, in its genuine interest in helping your engineers 
get best possible performance from magnetic core 
components. We’d like to hear from you . . . soon. 


Magnetic Metals Company 

Hayes Avenue at 21st Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations + motor laminations « tape-wound cores 
powdered molybdenum permalloy cores « electromagnetic shields 
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Letters To The Editor 





COMPETITIVE BIDDING 


Dear Sir: 


I have read with interest Paul 
Farrell’s editorial in the issue of 
December 19, “The Myth of Com- 
petitive Bidding.” It is all clear 
to me, and I am in general agree- 
ment, with the exception of the 
fifth paragraph. 

He says, “Or are they—con- 
sciously or unconsciously—con- 
fusing requests for quotation with 
competitive bidding?” I suppose I 
must be naive but I would have 
considered them much the same 
in effect. 

Is he suggesting that some firms 
use the request for quotation and 
the replies to the same in a some- 
what sinister way by suppressing 
or ignoring the obvious best bid 
in the replies in favor of a bidder 
who would not merit the business 
on the basis of his quote? 

Hector D. Wright 
General Purchasing Agent 
The E. B. Eddy Company 
Hull, Quebec 


® The distinction intended in the 
editorial was between the request 
for quotation system used in pri- 
vate industry, and the so-called 


CORRECTION 


Dear Sir: 


I certainly enjoyed H. V. Berg- 
strand’s article “How Western 
Electric Cuts Costs With Linear 
Programming,” which appeared 
in your December 5 issue. 

However, I’m still scratching 
my head over Table 6 on page 73. 
I may be wrong, but it doesn’t 
seem to make sense. 

Please help me out. 

Puzzled P. A. 
Chicago, Illinois 


@ For the benefit of “Puzzled 
P. A.” and the many other read- 
ers who wrote asking about Table 
6, we are showing this table as 
it should have appeared in the 
original article. The basic data 
was correct but some of the wrong 
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competitive bid system used in 
governmental purchasing. In the 
latter, the buyer is compelled by 
law to allow all qualified sup- 
pliers to bid and he must give 
the business to the lowest bidder. 
In industry, a buyer may solicit 
bids only from those companies 
he wants to do business with. 
Furthermore, he may wish (for 
a number of reasons, none of them 
necessarily sinister) to give the 
business to someone other than 
the lowest bidder—or even split 
it among several. In any event, 
the award is made on a voluntary 
basis. 


GIFTS FOR P.A.’S 
Dear Sir: 

Your editorial in the Novem- 
ber 21 issue of PurcHASING Mag- 
azine, “The Man in the White 
Nylon Whiskers,” (page 69) was 
a bit of a disappointment to me. 
You have always taken a rather 
firm stand about this matter of 
Christmas gifts, and I was sorry 
to see what appeared to be recog- 
nition on your part that some 
value exists in them. 

I realize that the companies in 
the business of manufacturing and 
distributing gift items certainly 


would resist any move to do away 
with this practice, and yet I am 
one of those persons who feel that 
this has no part in good business 
relations. 

Name Withheld 


@ We meant to be ironic and in- 
stead became obscure. The edi- 
torial was actually an attack on 
business gift-giving. Our position 
is that it would be impossible to 
eliminate the practice altogether, 
so the next best thing is to label 
it for what it is, just another cold- 
blooded commercial gimmick. 
Once this is admitted, a lot of the 
false sentiment and hypocrisy that 
surround business gifts will be 
eliminated. 


UP-TO-DATE HOSPITALS 
Dear Sir: 

The November 7 issue of Pur- 
CHASING Magazine was one of the 
finest publications I have had the 
pleasure to read. The informative 
articles in this issue were superb. 
I have been reading your maga- 
zine for about two years and al- 
ways find it interesting, even 
though many of the excellent 


(Please turn to page 38) 





TABLE 6— ITERATION 1— FIRST MATRIX TABLE 


Allen 
299.50 
303.35 


Bruce 


Boston 300.10 


Syracuse 303.95 


Washington 305.30 305.90 


Doner 
302.60 
306.45 
308.40 


Carter 
349.00 


Egger 
316.70 
320.55 352.85 


322.50 354.80 





Atlanta 308.50 


310.40 


309.10 


Nashville 311.00 


St. Louis 308.95 309.55 
321.75 
274.70 


282.00 





Denver 321.15 
San Francisco 


Portland 


274.10 
281.40 


Column Value 300.00 300.60 


numbers were underlined. Read- 
ers interested in obtaining more 
information about Western Elec- 
tric’s progressive approach to 
linear programming can write to 
Grady Morgan, Technical Infor- 
mation, Western Electric Co., 195 


311.60 
313.50 


325.70 
#55 327.60 


358.00 





3.%5359.90 


312.05 
324.25 
277.20 
284.50 


©25326.15 '49358.45 
«338.35 
291.30 


298.60 


485370.65 
323.60 
330.90 


303.10 317.20 349.50 


Broadway, New York 7, N. Y. 
The company is willing to supply 
details about its linear program- 
ming techniques which could not 
be included in the PuRCHASING 
Magazine article because of space 
limitations. 
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“| figure we're 
saving 25% 
on charts!” 


“By using only GC Recording 
Charts, we buy quality charts at 
the lowest prices and save plenty 
more in time and clerical work.” 

You save three ways when you 
standardize on GC Recording 
Charts. 


1. Efficient production by the 
world’s largest chart specialists 
makes possible lower prices. 


2. Periodic shipments get you the 
charts you need, when you need 
them. At the same time you place 
only one order—get the bulk price. 


3. Additional savings in time and 

‘clerical work are yours because 
you deal with only one salesman 
and write only one order instead 
of many. 


As for quality, you can count 
implicitly on GC just as over 5,000 
users are already doing. 

GC maintains a catalog selection 
of over 15,000 different types of cir- 
cular, strip and rectangular record- 
ing charts. Custom production 
orders receive prompt, expert 
attention. Write for Stock List and 
samples. 


RECORDING 
CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
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Letters To 


The Editor 





ideas cannot be applied to hos- 
pital purchasing. 

It, however, gives me a feeling 
of satisfaction when I find that 
we in hospitals do many things 
the same as industry, even though 
many people think we are years 
behind in our purchasing meth- 
ods. 

George R. Gossett 
The Johns Hopkins Hospital 
Baltimore, Maryland 


WHO PAYS DESIGN COSTS? 
Dear Sir: 

When a new component or 
product is developed and designed 
by an outside supplier, for what 
length of time or what guarantee 
should he be given competitive 
protection for his efforts? 

For instance, a vendor comes in 
with a new design for a shipping 
container which we asked them 
to make. Should this item be held 
from competition for a specified 
length of time, or should a rate 
be pre-determined and the sup- 
plier paid for his design time 
only? 

At the present time we are 
trying to set up a policy along 
these lines and we would ap- 
preciate your views and ideas. 
Without a full-time engineering 
and design department we rely to 
a certain extent on our suppliers 
for this service when it is re- 
quired. 

In order to have a feeling that 
our vendors are treated fairly we 
would like to bring this matter 
to a definite conclusion in the 
very near future. 

G. C. Faerber 
Weber Costello Company 
Chicago Heights, Illinois 


© If a supplier spends some 
money to help a customer design 
a component, he usually deserves 
to be compensated for his efforts. 
Here are three fairly common 
policies which some purchasing 
agents are using: (1) Ask the 
supplier, quite frankly, what he 
feels he is entitled to for design 
assistance. Get this information 
from a number of sources and 
tell them that after a certain 


period of time the job will be 
open to competitive bidding—even 
though it is recognized that the 
supplier who has contributed to 
the design is entitled to some con- 
sideration. (2) Some companies 
request competitive bids even be- 
fore they have a design. In effect, 
they ask each supplier to submit 
a proposal in which he spells out 
his design and price. It is made 
quite clear that such proposals 
are competitive. (3) A few com- 
panies will separate the design 
efforts from production business. 
They tell a supplier that while 
they want his assistance on de- 
sign, they also prefer to get com- 
petitive bids for production quan- 
tities. Therefore, a separate pur- 
chase order is issued for some 
agreed-upon trial run which in- 
cludes design cost. 


ROAD TO SUCCESS 


Dear Sir: 

In your issue of October 24, 
you quoted Dr. Wallace H. Wul- 
feck, who stated, “Men do not 
succeed in business or in life, 
no matter how intelligent they 
may be, no matter how sharply 
their aptitudes are defined, no 
matter how skilled they may be, 
no matter how brilliantly they 
may be educated unless they are 
oriented toward the proper goals 
and have the drive or motivating 
force to succeed.” 

For some years now I have 
kept a clipping on my desk 
which states: “Nothing in the 
world can take the place of per- 
sistence. Talent will not; nothing 
is more common than un-*!:ccess- 
ful men with talent. Gemus will 
not; unrewarded genius is almost 
a prover. Education will not; the 
world is full of educated derelicts. 
Persistence and determination 
are omnipotent.” 

I thought you’d appreciate the 
comparison between present-day 
thinking and something from the 
past. 

F. W. Brockway 
Purchasing Department 
Westinghouse Electric Corp. 
Sharon, Penna. 
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and what this difference, 
backed by 35 years of industry proof, 
means to you! ; 





| he original Rust-Oleum formula was developed 
nearly fifty years ago by Sea Captain Robert 
.———)] Fergusson, who became intrigued with the rust- 
stopping qualities of fish oil early in his career. Creating a 
special treatment for the fish oil, he used the specially- 
processed fish oil as the vehicle in combination with fine 
rust-inhibiting pigments. The result? A coating that actually 
stopped rust when applied directly over sound rusted sur- 
faces, after scraping and wirebrushing to remove rust scale 
and loose rust. Possible, because the specially-processed fish 
oil penetrated the rust to bare metal. This was the birth of 
Rust-Oleum’s exclusive 769 Damp-Proof Red Primer. 











PROVED THROUGHOUT INDUSTRY FOR OVER 35 YEARS 


Today, Rust-Oleum in its many systems and colors, has been 
proved throughout industry for over thirty-five years. This 
proof by leading industrial users is your assurance of savings 
in time, money, and metal. Economies made possible by the 
fact that Rust-Oleum 769 Damp-Proof Red Primer goes 
right over the sound rusted metal—usually eliminating costly 
surface preparations. And Rust-Oleum, in its various 
systems, resists rain, sun, fumes, heat, weathering, chemicals, 
etc., for lasting beauty over the years. 


= 


There are imitations, 
but only one Rust-Oleum. 


It is distinctive as 
your own fingerprint. 


January 30, 1961 


A Sea Captain 
developed it . . . 
Industry 
proved it! 


RUST-OLEUM NEW COLOR HORIZONS SYSTEM 


The Rust-Oleum New Color Horizons System introduces a 
new coating concept to industry. It combines four important 
factors: (1) the ability to stop rust, (2) smart, modern color 
harmony, (3) the durability to last and last, (4) ease of 
application that saves time, money, and metal. See how this 
system can bring lasting beauty to your plant, machinery, 
equipment, pipes, tanks, structural steel, fences, etc. Write 
for complete information or contact your nearby Rust-Oleum 
Industrial Distributor. He maintains complete stocks for 
prempt service. 


SS ATTACH TO YOUR LETTERHEAD aes 


RUST-OLEUM. 


Rust-Oleum Corporation 
2547 Oakton St., Evanston, Illinois 


I Please send me the following at no cost or 

H obligation: 

| (1 New Color Horizons Systems Catalog featuring 
110 actual color standards and 69 photo ap- 

H plications. 

‘ CD Free test sample of Rust-Oleum 769 Damp-Proof 
Red Primer to be applied over sound rusted 

i surface. 

| C Results of radioactive tracing study on 
Rust-Oleum fish oil penetration. 


ssehetemasanintennitiiiaehtihiomaniammmnnsitiedil 
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Purchasing People In The News 





John B. Nimons has been named 
general purchasing manager of 
The Borden Company, New York, 
N. Y. He succeeds Wayland P. 
Morse who has retired after 50 
years’ service with the company. 
Mr. Nimons has heen with Borden 
since 1933. He served as purchas- 
ing agent for the company’s North 
East Milk and Ice Cream district 
for 21 years before being trans- 
ferred to the New York home 
office in 1957. Since last June he 


John B. Nimons 


has been assistant purchasing 
manager. He is a member of the 
National Association of Purchas- 
ing Agents and is a past chairman 
of the Association’s Membership 
and Program committees. 


Marshall E. Munroe, Jr., has 
been appointed director of pro- 
curement of Minneapolis-Moline 
Company, Hopkins, Minn. 

Mr. Munroe began his busi- 
ness career with E. J. Emanuel 
Company and United Fruit Com- 
pany, New York City. He was 
with Harry Ferguson, Inc., De- 
troit, from 1939 to 1953. When 
Harry Ferguson merged with 
Massey Harris be became direc- 
tor of procurement. He was elect- 
ed vice president and director 
of procurement of Massey-Har- 
ris-Ferguson, Inc., Racine, Wisc., 
in 1956. He supervised purchas- 
ing activities for all the com- 
pany’s plants in the United States, 
and coordinated supply and con- 
trol with other divisions of the 
company. In 1957, he was pro- 


40 


moted to general purchasing man- 
ager, North American operations, 


at the Massey-Ferguson, Ltd., 


Marshall E. Munroe, Jr. 


head office at Toronto, Ontario. 
Mr. Munroe studied finance 
and business administration at 
New York University and the 
American Institute of Banking. 
He is a member of the National 
Association of Purchasing Agents. 


Allegheny Ludlum Steel Corpo- 
ration, Pittsburgh, Pa., has elected 
E. F. Andrews, vice president in 
charge of purchases. He succeeds 
Lester H. Bittner who has re- 
tired. Mr. Andrews joined the 
company as assistant to the vice 


president in charge of purchases 
in 1958. He was named director 


7 


E. F. Andrews 


of purchases in 1959. Before join- 
ing Allegheny Ludlum he was 


| 


4 


associate director in charge of 
operations-biological laboratories 
of Pitman-Moore, Indianapolis. He 
has also been director of pur- 
chases for the company. Mr. An- 
drews is a graduate of Butler 
University and has done graduate 
work in industrial administration 
at Carnegie Tech. He has been an 
instructor in purchasing at the 
school of business administration 
of Butler University. He is a 
former president of the National 
Association of Purchasing Agents. 


Hoyt B. Pritchett has been 
elected to the board of directors 
of Brown & Williamson Tobacco 
Corp., Louisville, Ky. Mr. Prit- 
chett, whose new title is purchas- 
ing director, had been purchasing 
manager since 1953. He has been 


Hoyt B. Pritchett 


associated with the purchasing 
operation at B&W for 30 years. 
He has been president of the 
Purchasing Agents Association of 
Louisville, a director of the Na- 
tional Association of Purchasing 
Agents and Seventh District Pub- 
lic Relations chairman of N.A.P.A. 
Mr. Pritchett helped start a class 
in purchasing at the University of 
Louisville and taught there for 
several years. He has a BSS. in 
business administration from the 
University of North Carolina. 





SEE PAGE 106 FOR MORE 


PURCHASING PEOPLE IN 
THE NEWS 
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WELD BY THE BOOK 


\: YOU CAN’T ALWAYS 


LINDE 
~{( COMPANY Gui: 


g pay , : Division of Union Carbide Corporation 
of ie 270 Park Avenue, New York 17, N. Y. 


*Linde”’ and “Union Carbide” are registered 
n. 


trade marks of Union Carbide Corporatio 
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when you need a 


GO: BETWEEN 


for sticky jobs 


4 


A new Riegel paper that won’t stick offers 
remarkable savings in handling sticky 
things like uncured rubber, pitches, 
waxes, asphalts and adhesive masses. It’s 
Riegel Strip-Ease, ‘™) a slick separating 
and interleaving paper, coated with Dow 
Corning’s Sy]-off®. 


Strip-Ease peels cleanly in a jiffy, ends 
wasted materials. Ideal for calendering 
and curing rubber and for wind-up of 
proofed rubber or plastics. Makes an ex- 
cellent wrapper or carton liner. Surfaces 
won’t pick or migrate. Can be re-used 
repeatedly in many jobs. 


Riegel makes many other papers with 
quick-release and separating properties 
to serve industry in products, in produc- 
tion, in packaging.Can a Riegel technical 
paper solve some sticky problem for you? 


os SEND FOR SAMPLES a= ax 
Riegel Paper Corporation 
P.O. Box 250, New York 16, N. Y. 


Please send samples and data on 
STRIP-EASE to: 


Mr. 
Co. 
Address 
For More Facts Write No. 179 
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FOB="“tilosofy of buying” 





Automatic top blower: 
goes off one second after 


promised delivery time 


Nose: highly sensitive device 
for smelling out expensive 
restaurants 


I or blou ing 
hot and cold 


Valve to shut off 
entire system when 
lunch costing less 
than $5 is detected 


Nylon bearing 
to make elbou 
bending easier 


F ossilized 
funny bone_/ 


| Spleen 


vent 


Boneless rubbery 


shaking device 


* (capacity unknown) 


° | 


Drawn by Roy Doty ——— 








Penny pincher 


Built in shades to shut 
off samples from view 


Timer to start yawns 
every three minutes 


Scrambler to garble 
salesman’s words 


Expression freezer 


Heart (greatly enlarged) 


Swivel joint: arm moves 
only sideways for 
passing the buck 


Locked spine to 
prevent sitting up 
and taking notice 


Special grinders 
for consuming 
enormous amounts 


of food 


Cast iron 


Mechanism to keep 
foot tapping impatiently 


The Compleat Buyer 


This is how a typical purchasing agent looks to sales-minded artist Roy Doty 
of the American Salesman magazine. The cartoon appears as a center spread 
in the magazine’s January issue. Anyone see a resemblance? 





Tue EXPERTS watch and 
listen to each other in this eco- 
nomics game. 

We were going through a Time 
cover story on Sylvia Porter re- 
cently and marveling at the tre- 
mendous audience this dynamic 
lady columnist has built for her- 
self throughout the country. Her 
observations on the business scene 
are followed carefully by mil- 





lions—many of them our top in- 
dustrial executives. As we studied 
a picture of Sylvia addressing a 
group of Detroit tycoons, we sud- 
denly realized that there in the 
front row immediately in front of 
the speaker was a man whose own 
researches and reports on the ups 
and downs of the business cycle 
had provided Miss Porter with 
material for a number of columns. 
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It was our own Chet Ogden, vice- 
president of Detroit Edison Com- 
pany, past president of the Na- 
tional Association of Purchasing 
Agents, and outgoing chairman of 
N.A.P.A.’s prestigious, knowledge- 


able Business Survey Committee. 


Were ALL for hands across 
the sea and that sort of thing but 
it’s a little bit annoying when the 
other fellow’s hands are in your 
pockets, more or less. The official 
magazine of a purchasing organ- 
ization on the other side of the 
ocean, and we don’t mean the 
Atlantic Ocean, not only bears 
our name but regularly lifts com- 
plete articles and editorials and 
prints them as its own without 
credit. It’s not dinkum, is it chaps, 


to bludge on us like that? 
’ > 


Tue LATEST tired, cornball 
effort to make the purchasing 
agent look like a freeloading but 
genial slob was put forth this sea- 
son in the Baltimore Sunday Sun, 
on Christmas Day no less. A 
Ralph Reppert sliced the baloney 
in the form of a short and very 
unfunny mythical report on his 
visit to the home of a purchasing 
agent friend over the holidays. 
The joint was crammed, natural- 
ly, with all kinds of booze, hi-fi 
sets, jewelry, etc. It was a labored 
job, but we couldn’t let it go with- 
out a letter to the editor gently 
explaining the facts. Haven’t heard 
anything yet, and may not. But 
we might as well keep plugging 
away at this stuff. If they won’t 
print the truth, the least they can 
do is print good fiction. 


7 AGAIN we want to 
thank and compliment the many 
friends in the advertising and 
public relations fields whose 
Christmas remembrances took the 
form of contributions to various 
charitable organizations. It’s a fine 
and generous thing they do, and 
it helps restore some of the orig- 
inal spirit of Christmas, which has 
of late been all but buried under 
an outpouring of tinsel and non- 
sense. 
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for 
CORROSIVE 
SERVICE 








In many metals including... 


STAINLESS STEEL 
MONEL » NICHROME 
PHOSPHOR BRONZE 
ALUMINUM 

BRASS © COPPER 


For many uses involving... 
FILTER CLOTH © SIEVES 
STRAINERS « SCREENS 
BACKING CLOTH 

WIRE GUARDS 

BOLTING CLOTH 

SPACE CLOTH 

BASKETS 


If you have a tough corrosion problem and need wire 


cloth or wire cloth parts, here’s a source of supply that 


knows the answers. We are proud of the quality of our 


cloth...accurate mesh count, close tolerance wire di- 


ameter, precision weaving...plus the know-how neces- 


sary to specify the proper alloy for your service conditions. 


NEWARK 
ft ACCURACY 


Write or call us today if you have a problem 
calling for anti-corrosive wire cloth or wire 


cloth parts. Send for Bulletin F-C. 


Yire Gloth 


COMPANY 


351 Verona Avenue * Newark 4, New Jersey 
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9 fi i , WELDED TUBING 


en 1 CEREMONY 


a e In today’s hustling, bustling construction 
CE ge ; business there’s no time to stand on ceremony 
SS : ... No point in risking costly equipment failure. 





To short-circuit mechanical downtime, leading 
construction equipment producers specify Ohio 
Tubing for power cylinders and fluid lines, 
mechanical and structural members. This gives 
equipment the heft and brawn to shrug off 
brutal, grinding punishment. . . gives equipment 
users a high degree of protection against 
disastrous delays. 


You can strengthen your product — and its 
i mechanical reputation — by specifying Ohio 
‘ a : Custom Made Tubing. The name Ohio is the 
‘ hallmark of the highest quality in tubing, both 
seamless and welded. And we’re now able to 
deliver a broader range of welded tubing sizes, 
wall thicknesses and grades than ever before. 





Let’s not stand on ceremony. We want your 
tubing business — seamless to 7’ OD, welded 
up to 74%" OD. For a fast start, contact your 
nearest Ohio representative, or send part 
drawings to the plant at She/by, Ohio— Birthplace 
of the Seamless Steel Tube Industry In America. 


~ 


Ohio Seamless offers the broadest parallel 
range of both welded and seamless quality 
steel tubing in the industry. 





OHIO SEAMLESS TUBE 
Division of Copperweld Steel Company » SHELBY, OHIO 
Seamless and Electric Resistance Welded Steel Tubing * Fabricating and Forging 
Representatives in principal cities. Check 
leading directories: THOMAS’, MacRAE’S, 
CONOVER-MAST, SWEET’S, FRASER’S. 




















Calendar of Coming Events 





Feb. 2-3. Chemical Buyers’ 
Group, National Associa- 
tion of Purchasing Agents: 


Commodore Hotel, New 
York. 


Feb. 5-7. Public Utilities Buyers’ 
Group, National Associa- 
tion of Purchasing Agents: 
Statler Hotel, Detroit. 


Feb. 7-9. The Society of the 
Plastics Industry, Inc.: 
16th. Reinforced Plastics 
Division Conference, Edge- 
water Beach Hotel, Chicago, 
Illinois. 


Feb. 12-13. National Industrial 
Distributors’ Association: 
Western States Conference, 
Hotel Fairmont, San Fran- 
cisco. 


Feb. 22-24. The Material Han- 
dling Institute: Pacific 
Coast Show, Cow Palace, 
San Francisco. 


Feb. 23-26. Nationa] Office Fur- 
niture Association: Colise- 
um, New York City. 


Feb. 27-Mar. 3. National Associ- 
ation of Educational Buy- 
ers: 13th Purchasing Insti- 
tute, Charterhouse Motor 
Hotel, Alexandria, Va. 


Mar. 5-8. Lighting, Lamps & Elec- 
trical Manufacturers’ Sales- 
man’s Assn.: Third National 
Lighting Exposition and 
World Lighting Forum, New 
York Coliseum, New York 
City. 


March 6-8. American Manage- 
ment Association: Data 
Processing Conference, 
Statler Hilton Hotel, New 
York. 


Mar. 13-14. Steel Founders’ So- 
ciety of America: 59th An- 
nual Meeting, Drake Hotel, 
Chicago. 


April 7-8. District One, National 
Association of Purchasing 
Agents: Victoria, British 
Columbia. 


April 17-21. Office Equipment 
Manufacturers Exhibits: 
Coliseum, New York. 


May 3-5. National Association 
of Educational Buyers: 40th 
Annual Convention, Chase 
Park Plaza Hotel, St. Louis, 
Mo. 


May 7-11. National Office Man- 
agement Association: Sher- 
ation Jefferson Hotel. St. 
Louis. 


May 25-26. National Society of 
Business Budgeting: Statler 
Hilton Hotel, Dallas. 


May 29-30. Canadian Purchas- 
ing Agents Association: 
36th Purchasing Confer- 
ence and Products Display, 
Royal York Hotel, Toronto. 


June 4-7. National Association 
of Purchasing Agents: An- 
nual Convention, Conrad 
Hilton Hotel, Chicago. 








SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circula 
Department, PURCHASING Magazine, 205 East 42nd Street, New York 17, N. Y 
Please give title and company affiliation in all correspondence. Notify us promptly 
of any change of address. Be sure to give old as well as new address; include 
postal zone number, and new company name and title. Enclose address label from 


@ recent issue, if possible. Since mailing labels are addressed in advance, please 
allow 5 weeks for change to become effective. 


tion 
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m@ a review of 
your company’s 
fire protection 
program...now, 
may turn out to 
be one of your 
best decisions 


aie 





Write for our latest catalog describing 
Ansul’s complete line of hand portable 
dry chemical, carbon dioxide and water 


extinguishers, wheeled, stationary, mobile 
units and automatic systems 





Name 





Title 





Company 





Address 





City 


ANSUL CHEMICAL COMPANY 
1 STANTON ST., MARINETTE, WISCONSIN 
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Now...try Kimwipes 


DISPOSABLE WIPERS 











Mii the coupon today so that we can rush you your 
FREE box of 100 Kimwipes disposable wipers. Prove to 
yourself how quickly they cut production costs—how they 
outperform shop towels and rags! Discover how they 
wipe cleaner, faster, save workers’ time. 





Kimberly-Clark Corporation 
Dept. No. PM-13 
Neenah, Wisconsin 


Please send me my FREE package of Kimwipes disposable 

wipers, Type 1300. 

NAME 

FIRM NAME 

ADDRESS ates 
ZONE__STATE 
















































































Check on Kimwipes’ excellent pick-up, conformability, 
superior wet-strength. 

Super-sanitary Kimwipes pay for themselves in savings 
on towel laundering, alone! Available in handy pop-up 
packages or metal wall dispensers. 


® 
By the makers of KLEENEX tissues ..; 


Kimberly Clark 


PRODUCTS 











Purchasing Pointers 





JUDGING SALES CALLS—Buyers in a well-known metalworkirg firm keep a brief 
record of each sales call, by compary. They note salesman's 
general attitude, willingness and ability to help, etc. The 
records turn up some interesting material when vendor executives 
come in with various complaints about how little business 
they're getting. One of the firm's customers complained it never 
got a chance to bid on some nice business. The call record showed 
its sales techniques had been so aimless they didn't even include 
an attempt to get business on the basis of reciprocity. 


A NAME TO RESPECT—Continental Screw Company and Hy-Pro Tool Co. use the 
respected name of the National Association of Purchasing Agents 
to good advantage by proudly proclaiming their N.A.P.A. 
membership in a welcome booklet for visiting salesmen. Another 
good idea is to include the N.A.P.A. Principles and Standards 
of Purchasing Practice in any of your publications. It's a good 
way to share in the tremendous public goodwill N.A.P.A. has 
built up over the years. 


IS THAT NAME NECESSARY?—Putting your company name on a form that goes 
outside makes sense. It's good advertising and it lets people 
know whom they're dealing with. But why waste space, paper, and 
ink by printing the company name on internal forms? The one 
receiving the form already knows the company name, so there's 
little point trying to impress him with it. 


ASSIGN WORK TO SPECIFIC DAYS—A Pennsylvania P.A. has been able to handle 
a 40% increase in clerical work without additional help with a 
Simple change that helps everyone make better use of time. 
Secretaries take buyers' dictation as required but transcribe 
and type letters on Tuesdays and Fridays only. Normal inquiries 
are typed on Mondays and Wednesdays; all follow-up correspon- 
dence is sent on Thursdays. Exceptions are allowed only for 
emergencies. "We work faster and more efficiently this way," 
he reports. 


HIGH COST OF COMMUNICATIONS—Purchasing usually spends more on telephone, 
teletype, and telegrams than any other department. Is it all 
justified? You probably can cut these costs by making clear to 
buyers just what they cost. One company explains in its manual 
just how much each service costs and when it's worth the extra 
expense of using it. It also has buyers fill out a form each 
time these special services are used. End-of-the-month 
summaries show how well each man has controlled his communica- 
tion expenses. 
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Planned Packaging moves merchandise 


Sold and still selling! 


The corrugated container—workhorse of mass distribution— 
has long been known for its excellent product protection. 
Now it’s fast becoming the Cinderella of packaging. 
Attractive, tinted background designs—even four-color 
half-tone printing, pioneered by Packaging Corporation of 
America—are transforming drab, rubber-stamped con- 
tainers into eye-catching traveling billboards that sell their 


contents at every opportunity. 


The skillful combination of art and package design is but 
one of countless ways in which Packaging Corporation of 
America’s concept of Planned Packaging, implemented 
through integrated national facilities, produces better 
packaging . . . more sales. Whether your requirements are 
large or small, regional or national, we welcome the 


opportunity to help you. 


Packaging Corporation of America 


Administrative Offices: Grand Rapids, Michigan; Quincy, Illinois; Rittman, Ohio 


Cartons + Containers + Displays + Egg Packaging Products + Molded Pulp Products +» Paperboards 
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EDITORIAL 





Dangers In a 


Buyers’ Market 


PURCHASING MAGAZINE 
JANUARY 30, 1961 


Deserre the P.A.’s concern about his company’s business 
losses during the recession, in times like these it’s theoretically 
easy for him to sit back and enjoy a sense of well-being and 
confidence: 

It’s a buyers’ market and the livin’ is easy. Purchasing lobbies 
are filled with suppliers hungry for business. Materials are 
plentiful, vendor capacity is more than enough, and inventories 
can be cut to the bone without fear of production line shortages. 
Suppliers may groan inwardly but they beam outwardly when 
asked to carry customers’ inventory. Prices are stable and special 
deals and concessions are easy to come by. In short, good old 
competition is back and the buyer should be enjoying it all 
the way. 


This may be the time to enjoy it, but it’s not time to relax. 
The encouragement of competition should be a full-time job for 
the buyer—come recession, depression, boom or anything else. 
His motivation in making a good buy must in the long run be 
the improvement of his company’s competitive position, not 
simply the satisfaction of putting over a good deal. 


When the downturn becomes an upturn—as it should in the 
next few months—the climate will change. There will be no 
runaway boom but the pressure will be on prices, if not on 
supply. Suppliers will be understandably less than eager to 
offer special deals, price concessions, and “free” warehousing. 


When that time comes it will be easier to see which purchasing 
agents were just gently riding the waves of the recession and 
which were using the time to tighten their ships. Those without 
an organized plan of inventory control will swing back into the 
habit of buying frantically when the business cycle is on the 
way down. Lazy and complacent buyers who held the whip hand 
in the slump will be unable to cope with the inevitable “price 
creep” that comes with an upturn. P.A.’s who missed a golden 
opportunity to streamline procedures will bewail the flood of 
paperwork that hits them when things pick up. They'll cry they 
“haven’t got time” to investigate value analysis, purchasing 
research, vendor evaluation and other techniques for cutting 
costs and improving performance. 


It is an axiom among good managers, among whom purchas- 
ing executives want to be included, that long term goals are 
more important than short term advantages. There’s nothing 
wrong in having reaped the benefits of a buyers’ market. But 
it’s foolish to let most of your purchasing tools get dull and 
rusty while you’re enjoying the fun. 


dul Vente 





Get Supplier Help 
on Cost Reduction 


By Ted Metaxas, 


Midwestern Editor 


mf 

OU MIGHT SAY that our 
purchasing policies are not only 
supplier oriented—they’re sup- 
plier saturated,” declares Carl 
Nedderman, vice president of 
Edward Valves, Inc., the East 
Chicago, Ind., subsidiary of Rock- 
well Mfg. Co. 

Nedderman is firmly convinced 
that close supplier-purchasing re- 
lations mean increased profits for 
Rockwell-Edward. And so _ is 
Rockwell-Edward’s P.A. Jim Gil- 
bert who has been particularly 
successful in getting supplier help 
on the company’s value analysis 
program. With purchasing’s keen 
awareness of the importance of 
supplier cooperation it’s not sur- 
prising to find that the depart- 
ment also has extremely close re- 
lations with other departments in 
the company. 

The payoff on this enlightened 
approach to purchasing is easy to 
measure. In one year, Rockwell- 
Edward’s four-man purchasing de- 
partment, working with suppliers 
and plant people, came up with 
117 cost reduction projects which 
saved the company $113,422. 
Here’s the breakdown on the cost 
reductions: 

(1) Value Analysis — 28 proj- 
ects, saving $55,329. 

(2) Price Negotiation — 23 
projects, saving $25,641. 

(3) Competitive Bidding With- 
out Quality Compromise — 66 
projects, saving $32,452. 


Mainly as a result of getting all-out vendor coopera- 
tion, Edward Valves’ purchasing department was able 
to save the company more than $100,000 in one 
year. The assistance Edward Valves gets from sup- 
pliers is the result of the company’s intensive pro- 
gram to stimulate close vendor-purchasing relations. 


In the past five years, purchas- 
ing’s cost reductions have about 
tripled. To accomplish this, pur- 
chasing has played a major role 
in advance planning, inventory 
control, and value analysis. Doors 
to many departments have been 
opened by purchasing—with sup- 
pliers being invited to enter. 

Naturally, purchasing works as 
closely with design engineering, 
research, metallurgy, sales, pro- 
duction, quality control, and ma- 
terial control. It serves these de- 
departments as a link to suppliers. 

How does this coordination 


work? It may start when design 
engineering prepares a drawing 
for a part. The drawing tells pur- 
chasing what it needs to know 
about dimensions, tolerances, and 
materials. But it does not fully 
describe the function of the part. 
Purchasing’s next step is to ar- 
range a conference with design 
to find out more about the func- 
tion and the quality requirements 
of the part. 

Then purchasing may query 
sales to get an estimate on an- 
nual use of the part. Armed with 
the facts on function and volume, 


A card is kept on file for each vendor. One section lists names of key sup- 
plier personnel. Bottom line shows supplier's union and contract termination 


date. Purchase record is on reverse side. 


PURCHASING 





% 


Purchasing plans are explored by Carl Nedderman, vice president, (left) and 
purchasing agent Jim Gilbert. Unstinting management support has enabled 
Gilbert to establish a favorable climate for greater purchasing profits. 


Value analysis form helps to crystallize thinking and is a handy reference on 
project progress. Analysis of material, labor, overhead costs for old and new 
units shows savings clearly. 





purchasing is in a position to deal ene tute 
intelligently with suppliers, and 
it has the background needed to 
select suppliers with the proper 
facilities and skill. Project No. 

“We want a vendor to do more Date Started 
than simply quote prices from an 
engineering drawing,’ comments 
P.A. Gilbert. “We want him to 
know the part intimately so he 
can use his specialized knowledge Description 
of processing and materials to 
help us cut costs. We make it 
quite clear to him that a cost 
saving idea can win a contract.” 














Completed 





Drawing No. 























P.A. Presents the Case 





When a supplier makes a sug- 
gestion,. purchasing may present 
it to design engineering and to a 
research to see if it’s feasible. It 
may also invite the supplier to Reason for Revision 
the plant to present his case to 
technical and production depart- 
ments. 

Here’s a typical example of 
the benefits Rockwell-Edward 
gets from encouraging supplier 
help: Because of recent vendor 
recommendation the company 
switched to a conventional chrome 
plating process which is saving it 
thousands of dollars. Previously 
the need for high quality made it 
necessary to use a special plating 
process. Then a supplier advised 
purchasing that the conventional 
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Purchasing team gets heads together to discuss supplier tactics and purchasing 
policies. Left to right are J. R. Moore, V. C. Hoetfelker, Jim Gilbert, and H. W. 
Munster. Gilbert’s men have title of assistant purchasing agent. 


method had been improved. As a 
result, the company tested a sam- 
ple and found it completely ac- 
ceptable. 

In another case, the company 
wanted to find a replacement for 
the expensive plywood protectors 
it was using for valve flange ends. 
Gilbert called in suppliers. He 
explained that the plywood had 
to be jig sawed and drilled for 
bolts. What the company wanted 
was an inexpensive substitute 
material that could be stamped. 


Too Wet or Too Costly 
The suppliers submitted several 


materials ranging from composi- 
tion board that disintegrated when 
wet to plastics which were too 
expensive. Finally, a Douglas Fir 
veneer sandwiched between tough 
Kraft paper (Ply-Veneer) was 
offered by a West Coast producer. 
It did the job. The saving amount- 
ed to $6000 a year. 

Not long ago, a supplier sug- 
gested a change from a socket 
head cap screw to a standard 12 
pt. cap screw. Savings totaled 
$5563 annually — and the cap 
screw made for easier wrenching 
in the field. 

This lead purchasing to wonder 
if the 12 pt. cap screws could be 
substituted for costlier tap end 


studs on another product? If they 
could, it would simplify produc- 
tion, assembly, and eliminate nuts. 
Since the company uses more 
than 250,000 studs a year, the 
materials savings could run 
around $18,000. The proposal is 
now under study. 

But purchasing realizes that 
gaining supplier cooperation takes 
more than just asking for it. The 
personal touch is needed. Rock- 
well-Edward deals regularly with 
500 suppliers and the manage- 
ment and technical personnel of 
all the major suppliers in this 
group have been invited to the 
plant to be indoctrinated in the 
procurement partnership. 


File for Follow-up 


To keep tabs on suppliers, pur- 


chasing maintains a vendor direc- 


tory card file. Included on the 


cards are the facts on parts 


bought, prices, and purchasing 
history. There’s also a listing of 
vendor management and technical 
personnel from chairman of the 
board to quality control manager 
along with the supplier’s union 
and contract expiration date. 
Thus, purchasing has at its finger- 
tips the names of key vendor 
personnel to contact and since it 
knows the union contract expira- 


tion dates it can explore in ad- 
vance any strike possibilities that 
might interfere with deliveries. 

When it comes to supplier price 
boosts, purchasing doesn’t just 
take them in stride. It analyzes 
the increases from all angles to 
determine whether they are justi- 
fied. Vendors are asked to docu- 
ment their case. For example 
purchasing will point out that a 
5% price hike based on a 5% in- 
crease in material costs may not 
be valid since material is only a 
part of total cost. Labor and over- 
head which make up the rest of 
the final cost may not have 
changed at all. 

“It is not our intention to fight 
legitimate price increases,” re- 
marks Gilbert. “But we do resist 
unrealistic ones. We’ll explain to 
a supplier that if our prices are 
pushed too high, we’ll lose busi- 
ness and so will he.” 

If a price rise seems inevitable, 
purchasing tries to hold the line 
through some improvement in or- 
dering, design, or materials. Some- 
times, a higher price triggers a 
value analysis project. 


Report the VA Payoff 


Purchasing adheres to the class- 
ic value analysis formula and 
uses a work sheet to crystallize 
thoughts and record progress. The 
form lists the starting and com- 
pletion date of the project, part 
data, function, usage volume, ven- 
dors, and has a section for noting 
material, labor, overhead costs of 
old and new suits, savings, tool- 
ing, etc. 

Results of value analysis proj- 
ects are included in purchasing’s 
monthly activity report and are 
detailed in the purchasing section 
of the company’s annual report. 

To gain supplier cooperation, 
purchasing strives to keep the 
Rockwell-Edward account attrac- 
tive from the standpoint of volume 
and steadiness. It does check com- 
petitive sources regularly but al- 
ways gives its regular vendors a 
chance to retain the business. 

Vice President Nedderman 
sums up Rockwell-Edward’s pur- 
chasing policy this way: “It’s 
based on earning supplier coop- 
eration. We invite it, work to 
stimulate it—and try to deserve 
ig & END 


PURCHASING 








Blanket Orders Cut 
Office Supply Costs 


Repucep inventory, lower 
prices, and less paperwork are 
advantages which have accrued 
to the Gray Manufacturing 
Company, Hartford, Connecticut, 
through the use of blanket orders. 
A survey revealed that in one 
year, Gray Manufacturing or- 
dered 181 different office supply 
and equipment items. This in- 
volved processing over 600 requi- 
sitions and purchase orders. 
Piecemeal ordering of repeat, 
non-productive items was expen- 
sive and time consuming. Fur- 


Office supply purchases are often neglected. Gray 
Manufacturing gave them the attention they deserve. 
The results: by using blanket orders purchase prices 
are down, inventories have been reduced, and there 


is less paperwork. 


By R. S. Wahatalo, 


Director of Purchases, 
Gray Manufacturing Co. 


ther, because of the small quanti- 
ties involved in any one purchase 
order, the company was com- 
pelled to buy without an oppor- 
tunity for price negotiation. 

Here is what Gray Manufac- 
turing did about it: 

(1) A list of the office supply 
and equipment purchases for the 
previous year was compiled. 

(2) This list was submitted to 
three leading vendors with the 
request that each submit a bid 
for the next year’s requirements. 
In order to encourage close bid- 


When stocks of office supplies drop to the re-order point at Gray Manufac- 


turing, the production control department sends this delivery authorization 
form to the vendor as a release against a blanket order. 
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ding, vendors were notified that 
it was an “all or nothing” quota- 
tion, and the business would not 
be divided. 

(3) The lowest bidder was se- 
lected and one purchase order 
was prepared. Throughout the 
year, “delivery authorizations” 
were issued against this purchase 
order, as supplies were needed. 

Requisitions for supplies are 
submitted to Gray Manufactur- 
ing’s Production Control depart- 
ment. When supplies are low, or 
in the case of non-stock item the 
department issues a Delivery Au- 
thorization form notifying the 
vendor to ship the items needed. 
The form measures six inches by 
eight inches. The original goes to 
the vendor and the other five 
copies are forwarded to account- 
ing, tabulating, receiving, pur- 
chasing, and the department 
which made the requisition. 


Inventories Are Slashed 


Inventory is reduced by bet- 
ter control of ordering and the 
elimination of each department 
maintaining its own stock of sup- 
plies. 

The success of blanket order- 
ing, in reducing inventory, prices, 
and paperwork in the purchase of 
such non-productive items as 
office supplies and equipment, has 
encouraged The Gray Manufac- 
turing Company to investigate its 
use in the purchase of production 
line materials. > END 
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Solving the Multi-plant 


Purchasing Problem 


W uar Chet Teeple has ac- 
complished at International Min- 
erals & Chemical Corp. is cen- 
tralized control of a decentralized 
purchasing organization. 

Teeple was appointed direc- 
tor of purchases for IMC a little 
over two years—just about the 
time the company moved into 
its award-winning general office 
building in Skokie, Ill. He felt 
the climate was ripe for a pur- 
chasing modernization program. 
Of course, he realized there would 


By developing a realistic compromise between cen- 


tralized and decentralized buying, 


International 


Minerals Co. came up with the solution to a dif- 
ficult purchasing organization problem. 


be difficulties. IMC has 68 plants, 
scattered among 29 states, which 
altogether make more than 60 
products. And some of the plants 
were not large enough to justify 
a full-time purchasing agent, so 
operating personnel did the buy- 
ing. 


Use Standard Methods 


After analyzing the problem 
Teeple felt that the most impor- 
tant step to be taken was greater 
integration of the plant buying 


Part of IMC’s ultra-modern purchasing department in Skokie, 
Ill. In fiscal 1960 purchasing placed orders totaling $61,000. 


o4 


groups with the central purchas- 
ing staff in Skokie. As part of this 
program Teeple put greater stress 
on training and developed stand- 
ardized purchasing methods to be 
used by the plants. As a result 
of these efforts, IMC purchasing 
departments are now closely 
linked in a realistic compromise 
between centralized and decen- 
tralized buying. 

Surveillance over plant buyers 
is benign but watchful. Methods 
have been standardized. Integra- 
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tion of buying activities has been 
helped by better communica- 
tions. In line with this, Teeple 
holds an annual meeting of all 
IMC purchasing people. And the 
cost cutting spirit is being nur- 
tured through a Purchasing for 
Profit program that has resulted 
in substantial savings. 

Teeple concedes that IMC pur- 
chasing involves a complex mate- 
rials management problem, caused 
by the diverse product mix and 
numerous plants. 

“It wasn’t possible to attain fully 
centralized purchasing”, com- 
ments Teeple. “But we do buy as 
many items as possible at central 
purchasing in Skokie.” 

How big is the purchasing job 
at IMC? In fiscal 1960, sales 
were $123,869,000 and purchases 
amounted to $61,000,000. 

Under Teeple, central purchas- 
ing includes purchasing agent Art 
Fournier and four buyers, who 
purchase equipment, construc- 
tion, packaging, and major raw 
materials for all plants. The 
Skokie staff also negotiates con- 
tracts for some MRO items which 
all the plants draw on. 


Set Purchasing Policies 


Teeple’s group establishes com- 
pany-wide purchasing policies, 
forms, and procedures, and helps 
recruit the plant purchasing 
agents. 

Coordinating field purchases for 
Teeple is Clayton Lyons, manager 
of purchasing administration. He 


and Purchasing Analyst Glen 
White review copies of all pur- 
chase orders issued by the plants. 
They compile statistics and seek 
ways to help local 
prove performance. 

With so many far-flung plants. 
there was danger that IMC pur- 
chasing might become slipshod. 
That it hasn’t is due to the caliber 
of men employed and to central 
purchasing’s insistence on 
perior performance. 


buyers im- 


su- 


Inter-Plant Competition 


One tool IMC uses to get top 
purchasing performance is _ its 
Purchasing for Profit program. 
Essential in the Purchasing for 
Profit program is a periodic bul- 
letin which stimulates cost reduc- 
tion interest by citing the Buy of 
the Month of each plant purchas- 
ing agent. Here’s a sample of 
some of the cost reductions made 
by IMC’s Bartow, Fla., plant 
which were reported in the bul- 
letin: 

(1) An estimated $20,400 was 
saved by down-grading specs to 
use a cruder form of flotation 
amine. 

(2) A blend of Bunker C fuel 
oil was used as an extruder in 
the flotation plant. A new supplier 
was able to provide a Bunker C 
oil with a high API which made 
it possible to substitute kerosene 
for diesel fuel. This change saved 
$16,100. 

(3) Many replacement parts 
formerly purchased from the man- 


Headquarters purchasing group, with Chet Teeple, director of purchases, seated 
at center, in a brainstorming session to get ideas for the department's presenta- 
tion for IMC’s customer seminar on modern management practices. 


JaNnuaRY 30, 1961 


Members of IMC’s purchasing staff 
get together to analyze various pack- 
aging materials. 


ufacturer are now either being 
cast by a local foundry or fab- 
ricated in a local shop. Total sav- 
ings: $10,000. 

(4) The hydrofluosilic acid 
stripper used in the chemical 
plant was formerly made of car- 
bon steel with a teflon lining. A 
substitution of lead-lined steel 
with carbon brick cut costs at 
least $6000. 

(5) Gearing of a mixer was 
causing high repair costs. A ven- 
dor proposed a new gear arrange- 
ment which eliminated a set of 
gears, boosted the rated capacity, 
and saved $3000. 

(6) New flanges were always 
included in purchases of dredge 
pipe. Purchasing contacted a local 
fabricator who said he could re- 
habilitate the 14 in. pipe flanges 
for less than half the cost of the 
new ones. The cost reduction 
totaled $2310. 


Saved $500,000 


Total of cost reductions report- 
ed in the Purchasing for Profit 
bulletin last year totaled $500,000. 

“Naturally,” says Teeple, “you 
can’t get results like that without 
the cooperation of production, re- 
search, and engineering person- 
nel. We make it clear that pur- 
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Purchasing Man of the Year award is one way IMC keeps interest in cost 


reduction at a high level. 


chasing savings must be a team 
effort.” 

The Purchasing for Profit bul- 
letin stimulates interest in cost 
reduction and gives recognition 
to those who do an outstanding 
job; it also makes it possible for 


other plants to adapt the ideas 
mentioned in the bulletin. 
Another function of the bulletin 
is to review purchasing tech- 
niques. For example the bulletin 
may have a note reminding buy- 
ers that it is not always wise to 
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“Part of our decentralization program.” 
prog 


stock up just because prices are 
low without analyzing the effect 
increased stocks will have on in- 
ventory carrying costs. 

IMC’s annual purchasing con- 
ference is another important part 
of Teeple’s effort to improve the 
company’s buying. The confer- 
ences naturally help to raise the 
morale of IMC’s purchasing 
groups and also give the buyers 
a chance to swap ideas. 


More Than Meets the Eye 


After a conference, buyers real- 
ize that there is far more to effi- 
cient purchasing than just talking 
to salesmen and issuing purchase 
orders. Typical topics discussed 
at the conferences are value anal- 
ysis, inventory control, and meas- 
urement of performance. 

Teeple makes certain that top 
management knows what pur- 
chasing is doing by issuing a 
unique annual report patterned 
after the company’s report to 
stockholders. The letter which 
goes with the report covers im- 
portant areas such as purchasing’s 
“earnings per share” through cost 
reduction, its contribution to sales 
efforts, etc. 

Details of purchasing progress 
through the year are outlined in 
the body of the report. Table of 
contents of the 42-page report 
includes such headings as: Per- 
sonnel Changes, Organization, 
Purchasing for Profit, Trade 
Relations, Conference Leader- 
ship, Conference Attendance, 
IMC Plant Visits, Supplier Plant 
Visits, Corporate and Department 
Projects, Profit Plan, Relations 
with Other Departments, Plans 
for the Coming Year. 

Purchasing also sends manage- 
ment a periodic “Listening Post” 
bulletin which discusses economic 
and trade trends. 

As one IMC executive put it: 
“The bulletins help keep us in- 
formed and often report on sig- 
nificant developments before they 
become public.” 

As part of its services to other 
departments, Skokie purchasing 
participates in the IMC customer 
relations program called “Fertiliz- 
er Management Seminar’. Many 
of IMC’s important customers are 
small manufacturers who convert 


(Please turn to page 112) 
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A T LEAST one P. A. has solved 
the problem of how to keep tabs 
on suppliers—he has them do the 
job themselves. 

When H. S. Smith, purchasing 
agent for Fulton Cotton Mills, 
Atlanta, Ga., wants some informa- 
tion on a supplier, he simply 
turns to a set of looseleaf note- 
books. In them are basic data 
sheets, completed by the vendors, 
listing company name, address, 
officers, local representatives, 
principal products, etc. 

Fulton buys about 25,000 dif- 
ferent items from 1500 suppliers 
all over the United States. To 
start from scratch and record all 
these details would have been a 
fair-sized clerical job. So Smith 
did it the easy—and more ac- 
curate—way by mailing a form 
to each supplier with a request 
that it be filled in. 

Smith used a little psychology 
to stimulate suppliers’ interest 
and let them know the informa- 
tion form wasn’t just more paper 
for the dead file. On the opposite 
side of the sheet, he had printed 
a performance rating form, to 
score the supplier on quality, 
service, technical assistance, com- 
petitive status, terms of payment, 


President 


Vice President 





Production 


Sales Service Engr. 
or 
Technical Representative 


Vendor information form (left) is mimeographed on loose- 
leaf stock and completed by the supplier. Chart on 
opposite side (right), is filled in by purchasing and serves 
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Suppliers Keep Tabs 
On Themselves 


Suppliers complete a simple form giving basic infor- 
mation about themselves and their products. Purchas- 
ing benefits two ways: less clerical work, more data 
about new products, new ideas. 


and attitude. This section is for 
Fulton purchasing’s use only, of 
course. But it’s a gentle reminder 
to the supplier that Fulton takes 
the form seriously, and wants it 
returned. 

“The benefits of the form are 
fairly obvious,” according to 
Smith. “We can tell in a moment 
whom to call in an emergency, 
or when we want special tech- 
nical assistance. But we've also 
had some unexpected dividends. 
Looking over the “principal prod- 


ucts” listing of a number of ven- 
dors, we’ve already come up with 
some new sources of supply on 
certain items. Up to now we 
hadn’t known the wide range of 
products some of our suppliers 
make. And several suppliers used 
the “comments” section to sug- 
gest new ideas they thought we 
could use.” 

Smith reports practically 100% 
cooperation on the project from 
suppliers, and numerous comp- 
limentary letters. > END 


not only as a performance rating, but also as reminder 
to the supplier that the form is taken seriously and that 
vendors undergo careful evaluation. 
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By leasing these three Flexowriters for one of its plants, General Electric was 
able to cut costs and improve service in its materials department. 


Purchasing Gets a New Look 


By W. C. Coutts, 
Manager of Materials, 

Aircraft Accessory Turbine Dept., 
General Electric Co 


A COMBINATION reorganiza- 
tion and semi-mechanization pro- 
gram in our materials department 
in Lynn, Mass., is saving time, 
money, and manpower. In addi- 
tion, our purchasing procedures 
have been streamlined and put on 
a more scientific basis. 

Prior to the changes it was not 
uncommon for supplier shipments 
to arrive at our plant before we 
had even mailed our formal writ- 
ten purchase order. A high per- 
centage of our purchases were be- 
ing made by phone on a rush- 
order basis. Payment to our sup- 
pliers was at times delayed. It 
was apparent that our six-year- 
old system for handling purchases 
needed overhauling. 

The two most important phases 
of the modernization program 
were mechanization of many of 
our operations and a reorganiza- 
tion of departmental functions. 
The mechanization was achieved 
mainly through installation of 
three Fridern Flexowriters. On the 
reorganization side one of the first 
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The system for handling purchase orders at General 


Electric’s Lynn, Mass. plant had become obsolete. 
With a reorganization program and the introduction 
of mechanization, purchasing is now operating more 


effectively and saving time and money too. 


changes was to relocate the vari- 
ous groups within the materials 
department so that related func- 
tions are now physically near each 
other. For example, purchasing 
and receiving—both part of ma- 
terials (manufacturing) —are now 
in adjacent offices rather than at 
opposite ends of the building. Ma- 
terials works closely with mate- 
rials accounting (financial) , which 
also has been moved into the same 
general area from another build- 
ing. Papers and documents are 
now transferred from one group 
to the other by hand, obviously 
saving a lot of time. 

Under the new arrangement, 
the financial group handles the 
preparation of purchase orders, 
receiving reports, and related data 
processing. They also maintain the 
purchase order files in addition to 
the usual financial functions of 
invoice passing, vendor payment, 
etc. 

This change was made on the 
theory that anything to do with 
this type of paperwork processing 


and maintenance can be handled 
better by finance personnel. 

All requests for material come 
to purchasing. About 60% are for 
actual production material; the 
balance is for expense items, such 
as tooling, development items, and 
desks and chairs. 

Whether the requests come as 
handwritten documents, travel 
cards, or tab sheets, they are first 
processed through the purchasing 
unit. After purchasing contacts a 
vendor, sets a price, and arranges 
a delivery schedule, the requests 
are sent on to finance. 

After finance approves the re- 
quests for material, they are 
turned over to Flexowriter ma- 
chine operators who prepare the 
purchase orders. The operator 
first feeds a pre-punched vendor 
address card into the machine. 
The machine reads this informa- 
tion automatically on the purchase 
order form while the operator 
manually fills in the details— 
drawing number, quantity dis- 
count code, etc. 
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At the same time that the purchase order is typed, an eight-channel tape is 
also prepared. This tape is used later on to produce punched cards for data 


processing. 


The Flexowriters play a vital 
role in the processing. Our entire 
purchasing system is speeded up 


by integrating the by-product out- 


put of these machines (eight- 
channel paper tape and punched 
cards) with other data processing 
equipment and operations. The 
machines are also used to further 
process information necessary to 
maintain the control and flow of 
material throughout the company. 
The newly organized materials ac- 
counting group can turn out as 
many purchase orders in one day 
as were previously prepared in a 
week—350 to 700 individual or- 
ders a day. The cost of preparing 
an order is approximately $6. This 
estimate is based on total of pur- 
chasing department wages divided 
by the number of orders issued. 

Besides the purchase order, the 
Flexowriters are used to prepare 
receiving reports. After the pur- 
chase order is written, the “com- 
posite tape” turned out by the 
Flexowriter is placed in a jacket 
with all documents pertinent to 
the particular order. Later the 
tape is fed back into the machine 
to write the receiving report. This 
is just one of many ways the use 
of this equipment eliminates er- 
rors caused by constant manual 
copying of part numbers, model 
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series, drawing numbers, etc. 

Along with generating eight- 
channel composite tapes for each 
purchase order processed, the 
system simultaneously produces 
eight-channel “select tapes”. All 
select tapes are further processed 
in materials accounting through a 
tape-to-card converter which 
translates information from tape 
language to punched card lan- 
guage. 


Feeding the Flexowriter 


Select tapes are used to pro- 
duce punched cards representing 
orders, schedules, and receiving 
reports which are forwarded to 
our data processing operation to 
produce open order balance and 
scheduled delivery reports. Data 
processing also turns out a receiv- 
ing inspection card for each re- 
ceiving report. This card is fur- 
ther processed through our receiv- 
ing inspection area before it is 
returned to data processing for 
valuable vendor quality and/or 
rejected material reports and sta- 
tistics. 

When the material that has 
been ordered is received, the 
packing slip is checked against 
the purchase order in the jacket 
file. The composite tape is then 
fed into the Flexowriter to pre- 


pare the receiving report and the 
necessary documents for receiv- 
ing inspection. Many individual 
shipments are of course, partial 
shipments. In these cases, the 
amount received is typed in dur- 
ing the Flexowriter operation. 

In the same way that the re- 
ceiving inspection cards are gen- 
erated by the data processing de- 
partment as a by-product of each 
lot of material received, a punched 
invoice card is also made out to 
speed up the payment and proc- 
essing of invoices. 


They Never Knew So Much 


Speed, greater flexibility, and 
greater accuracy are a few of the 
important advantages we have 
gained from the new system. 
There is no manual copying after 
the introduction of data into the 
flow and the possibility of human 
error occurring later is elim- 
inated. We can speed delivery to 
customers and can keep far closer 
check on material ordered by 
means of the regular reports. 

Much of this data was never 
even available before, since proc- 
essing it into useful form would 
have been too time consuming 
and costly a task. At present, we 
issue three daily and eleven week- 
ly reports covering subjects such 
as the number of orders placed, 
the number still open, delinquent 
orders, those at variance with 
planned cost, and also a report 
on vendor quality. 

The files have become more ac- 
cessible and, therefore, more use- 
ful. They take up half the space 
they used to require since tapes 
and cards are substituted for 
many bulky documents. And the 
open-end filing cabinets cost half 
as much as the old pull-drawer 
type. 

Savings in time, effort, and man- 
power more than cover the rental 
of our Flexowriters—$7600 per 
year for the first three years and 
$763 per year thereafter. As a 
result of the savings made in pur- 
chasing, we are going to integrate 
our engineering with the same 
system. By preparing aperature 
cards for the insertion of micro- 
filmed engineering drawings and 
punched cards, our engineering 
work will tie in more closely with 
purchasing and receiving. END 
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, Certain parts of purchase or- 
ders have become fairly standard 
over the years. Taken out of con- 
text the standard sections seem 
insignificant. But to leave them 
out in designing a purchase order 
design would be a serious mis- 
take. The purchase order forms 
shown here all make excellent 
use of these standard p. o. sec- 
tions. Among the important points 
illustrated by these forms: 

— Requisition number should 
appear on the purchase order to 
provide better internal control. 

— Telephone number should 
be included near company name 
and address. 

— Shipping instructions should 
be specific. 

— Vendor should be asked to 
put purchase order number on 
invoices and packages, etc. 

— Supplier should be reminded 
to return acknowledgment copy. 

— “Ship to” address should be 
prominently placed. Usually it 
appears next to or under the ven- 
dor’s name and address. 


In states where special taxes may 
apply, it is important to make pro- 
vision for this on the purchase order. 
AMF Pinspotters Inc., did this without 
wasting space on the P.O. 
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This article is one of a series 
illustrating and explaining the 
use of various purchasing de- 
partment forms. All forms that 
will be described in this series 
have been selected from rep- 
resentative purchasing organi- 
zations around the country. 





PURCHASE ORDER 
AMF PINSPOTTERS INC. 


A SUBSIDIARY OF AMERICAN MACHINIT & FOUNDRY COMPANY 
650° N. Lincoum AvenuE Cmrcaeo 45, hiiwors 
TeLePromit: IRvine 86-7800 
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By accepting and filling this order or any part thereof, the seller hereby agrees to and shall be bound by the terms 
and conditions printed on the reverse side hereof. If this purchase order is not acceptable as written, return at once 
with explanation. 

Our Purchose Order Number MUST BE SHOWN AMF PINSPOTTERS INC. 
on all invoices and PLEASE COMPLETE 

AND SIGN ATTACHED ACKNOWLEDGMENT 

AND RETURN IMMEDIATELY. 


Aurr 104 REV 6-88 1em HECO 


PURCHASING AGENT 
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Companies which make many pur- 
chases of one commodity can take a 
tip from the purchase order used by 
W. G. Hayward, purchasing agent at 
Forbes Lithograph. Since he issues 
many orders for paper, sections of 
his regular purchase order have 
space for data relating only to paper. 
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Of special interest on the 
Elwell-Parker purchase or- 
der are its specific shipping 
instructions. Note the pre- 
cise breakdown by weight 
of the material to be de- 
livered. 





FORBES LITHOGRAPH MFG. CO. 


MAIL ADDRESS ¢ P. 0. BOX 513, BOSTON 2, MASS. 
phone CH ehmea b 2866 
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FORBES LITHOGRAPH MFG. CO. 
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Supplier Screening 


Saves Purchasing Time 


H OPEFUL salesmen from small 
business are usually assured of 
one thing when they make their 
first call on Rocketdyne, a divi- 
sion of North American Avia- 
tion: a momentary disappoint- 
ment. 

There was no exception when 
a representative of Hydraulic Re- 
search Manufacturing called on 
the Canoga Park, Calif. concern. 
Somewhat to his chagrin, his pur- 
chasing contact at Rocketdyne 
candidly told him, “I don’t know 
a thing about electro-hydraulic 
servo thrust control valves.” But 
just as the supplier turned to go, 
the Rocketdyne man quickly add- 
ed “. . . but that’s not my job. 
My job is to put you in touch with 
the man who does!” 

Within minutes—not hours as 
could be the case in a 13,000- 
employee organization—the Hy- 
draulic Research Manufacturing 


Mr. McLean is a freelance writer who 
has written extensively on industrial 
subjects. 
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By Herbert E. McLean 


representative was talking not 
only with the division’s hydraul- 
ics buyer, but with two key servo 
engineers. Today, two years later, 
the firm is one of Rocketdyne’s 
main suppliers of servo valves for 
rocket engines. 


Couldn't Live Without Them 


Rocketdyne has good reasons 
for encouraging small business 
concerns to become suppliers. 
“We have 3400 suppliers in that 
category,” says Small Business 
Administrator H. J. Perkins. 
“Without them we couldn’t live. 
And there are hundreds of other 
unknown but potentially valuable 
suppliers we hope to get to know 
soon. 

“Back in World War II days, 
buying was comparatively easy,” 
says Perkins, an 18-year veteran 
in aircraft purchasing. “We could 
buy a carload of gussets for a 
B-25 by making a telephone call. 
Today, our heavy research and 
development effort demands that 


practically everything be care- 
fully sought out and then bought 
in small quantities first. Small 
business has a unique ability to 
supply items on this basis. And 
it’s government policy, of course, 
that small business get a fair 
share of defense business. So the 
more vendors we see, and the 
faster we handle them, the better 
off we are.” 

The vendor contact system is 
simple and effective. And it solves 
a problem that has been plaguing 
purchasing people and suppliers 
for years: how to get vendors in 
touch with the right people in a 
large organization without wast- 
ing everybody’s time. 

Perkins, who on “heavy” days 
sees as many as 27 small business 
visitors, makes the first contact 
with each. After a warm, informal 
welcome in the purchasing lobby, 
he conducts a rough screening to 
see whether the vendor does, in 
fact, have something of interest. 
“Our small business suppliers are 
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Supplier Gordon Kleinpeter, right, is introduced to | 
Rocketdyne purchasing team of T. J. Bales, engineer- 
ing liaison, and Buyer H. G. Spickler. Small Business 
Administrator H. J. Perkins is at left. 


More than 400 vendors call on Rocketdyne’s pur- 
chasing department each week. Smal! Business Ad- 
ministrator Perkins, right, shows P. A. Stan Schultz a 
week’s collection of calling cards from small business 


representatives. 


just as busy as anyone else. They 
want a simple ‘yes’ or ‘no.’ If we 
do give them a ‘no’ at this point, 
they’re usually grateful for get- 
ting it without wasting time,” 
says Perkins. 


Give Us The Facts 


If he sees possibilities for bus- 
iness at this point, Perkins asks 
the vendor to complete a stand- 
ard information form. The infor- 
mation is kept on file in the pur- 
chasing department and contains 
facts on financial condition, man- 
ufacturing potential, facilities and 
personnel. 

On standard items and services 
for which Rocketdyne contracts, 
Perkins calls one of the division’s 
specialty buyers and briefs him 
on the new contact. He then sets 
up an appointment (often on a 
“right now” basis). At this point 
the supplier is on his own as 
Perkins steps out of the picture. 

In many cases, however, the 
buyer may not have sufficient en- 
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gineering knowledge of a special 
product or its possibilities to give 
a clear-cut answer. In this case 
an appointment is set up with an 
engineering liaison group. 

This time, Perkins walks the 
supplier right into Rocketdyne’s 
large engineering organization. 
Here, the vendor meets purchas- 
ing people who are stationed in 
engineering. The representative 
talks with engineers who speak 
in terms of specific design needs 
and manufacturing problems. If 
the supplier can solve the prob- 
lems, he stands an_ excellent 
chance of doing business with 
Rocketdyne. 


Keep Up on What's New 


The eight purchasing men in 
engineering are charged with 
two major responsibilities: to 
let Rocketdyne engineers know 
what’s on the market at the ear- 
liest possible moment, and to give 
suppliers a direct “feel” for fast- 
changing requirements in the 


rocket industry. Part of their job 
is to accompany Perkins on peri- 
odic visits to plants of small bus- 
iness suppliers. 

Small business firms accounted 
for an impressive 64% of all 
Rocketdyne purchases last year, 
amounting to $40.5 million. (Small 
business normally receives closer 
to 50% of sub contractor business 
given by major associate primes 
in the missile business). In the 
San Fernando Valley, home of 
Rocketdyne, more than 88% of all 
suppliers are in the small busi- 
ness bracket, and they accounted 
for more than 80 per cent of all 
Rocketdyne money spent in the 
Valley. 

“But more important than these 
figures,” concludes Perkins, “is 
the fact that this system has re- 
sulted in a fine relationship be- 
tween us and our small business 
suppliers. We truly share with 
them the exciting challenge of 
building rocket power for outer 
space.” ®& END 
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Recent Decisions in 


Electrical Manufacturers 
Denied ‘No Defense’ Plea 


. 
T ue U. S. District Court for 
Eastern Pennsylvania denied the 
pleas of “nolo contendere” (no 
defense) made by several of the 
country’s largest electrical manu- 
facturers. The indictment had 
charged them with price fixing, 
collusive bidding, and division of 
markets in the sale of heavy 
electrical products. 

The court based its refusal to 
accept these pleas on the state- 
ment by the U. S. Attorney Gen- 
eral that “these indictments 
charge violations of rigging and 
price fixing as serious as any in- 
stances ever charged in the more 
than a half century life of the 
Sherman Act.” 

Supplementing this statement 
the Assistant Attorney General 
described the methods employed 
as follows: “Representatives of 
all the manufacturers would 
meet periodically and allocate 
bids to federal, state and local 
government agencies according 
to the approximate percentage 
skare—and order complete divi- 
sion of many millions of dollars 
of bids to federal, state and gov- 
ernment agencies throughout the 
country. 

“In the indictment is a listing 
of thirty five such meetings held 
in one year, thirty five meetings 
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on one product. Look at the 
range of cities. It runs the east- 
ern seaboard and over into Ken- 
tucky, in Wisconsin, and note 
the secrecy with which these 
were carried out, the knowledge 
of the unlawful nature of the 
deed being thus undertaken, ref- 
erence to the use of code names, 
efforts to conceal from those not 
part of the conspiracy and cer- 
tainly from the public at large, 
what was going on and the knowl- 
edge of the wrongful acts and the 
wrongful nature of what was go- 
ing on which these indictments 
make clear. 

“But really the impact of the 
crimes charged here is a prime 
basis for our opposition to these 
pleas. We are talking really 
about 260 million dollars of sales 
each year and to prorate that 
over the life of the conspiracies 
charged, a conservative estimate 
of the sales tainted by this con- 
spiracy is a billion dollars.” 

In refusing to accept this plea 
of “no defense” the federal court 
said: “I think the cases are ex- 
traordinary cases. I think they 
stand out with singular excep- 
tion. I think they involve a vast 
segment of our economy. I think 
they involve a great many indus- 
tries which in turn have a great 
effect on the every day life of 
everyone of us. 

“I am influenced greatly by 
the distinguished opinion of the 


By Albert Woodruff Gray, 


Legal Editor 


attorney general. When he tells 
the court of the seriousness of 
these charges and has gone all 
over them and reviewed the tes- 
timony before the grand jury I 
certainly am constrained to fol- 
low his suggestion and with the 
weight of the attorney general’s 
personal affidavit I am taking 
the position that I will not accept 
these pleas.” 

U. S. v. Westinghouse Electric 
Co. et al. (C.C.H.) 60 Trade Cases 
76,753, March 24, 1960 


Price Increase Is 
Basis for Damage Suit 


A SCRAP DEALER sold 400 
tons of heavy melting steel to a 
Louisiana purchaser for delivery 
six months later, but failed to 
deliver 200 tons. Between the 
date of the sale and date set for 
delivery the price of the scrap 
had advanced $11 a ton. The pur- 
chaser sued for damages equal to 
the price increase. The court 
awarded the purchaser the total 
of $2200, arguing that the price 
at the agreed time of delivery 
determines the value of the ma- 
terial. It said: 

“Where the period within 
which the contract for the de- 
livery of an object is extended 
by consent of the parties, the time 
at which the final failure of ex- 
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ecution takes place is the proper 
time to fix the market value for 
the purpose of an action for dam- 
ages for non-delivery.” 
Southern Scrap Material Co., 
Ltd. v. Commercial Scrap Mate- 
rials Corp., 120 So. 2d 491, Louisi- 
ana, April 25, 1960 


Carriers Held Not Liable 


For Natural Deterioration 


SHEET steel shipped from In- 


diana Harbor was transported 
banded but unwrapped in an or- 
dinary box car. When unloaded 
six days later in Wisconsin, the 
sheets were wet from condensa- 
tion and had acquired a border 
of rust one-and-a-half to two 
inches wide. 

When the consignee brought 
suit against the carrier, the fed- 
aral court dismissed the case and 
denied recovery against the rail- 
road. The court stated: “The 
rusting of the steel and the re- 
sulting damage was due to the 
inherent nature of the steel, its 














natural tendency to rust from 
moisture caused by condensation 
due to temperature changes. 
“On the facts disclosed it is 
apparent that the loss occurred 
solely by the operation of natural 
laws upon the steel. Where such 
is the case the carrier is not 
liable.” 
Hamilton Mfg. Co. v. Chicago and 
Northwestern Railway Co., 277 
Fed. 2d 652, Wisconsin, May 4, 
1960 


Conditions of Sale Made 
Part of Purchase Order 


Berore RECEIVING an order 
from a contractor for eight coils 
for air conditioning equipment, 
a salesman had given the cus- 
tomer a catalogue and price list. 
On page 1, under the head “Con- 
ditions of Sale,” appeared this 
clause: “We are not responsible 
for damage to equipment in 
transit. Purchasers are warned 
against receipting for equipment 
before making careful inspection.” 


"WE'RE SUING. THAT TRIP 
TO MARS TOOK LONGER 
THAN YOU SAID IT WOULD" 


The carrier is not liable for losses that occur solely by the operation of natural 


laws. 
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When four of the coils were 
damaged in shipment the buyer 
refused to pay for them. He con- 
tended that the contract for the 
purchases of the coils was made 
up of only the order and the ship- 
ment with the invoice and bill 
of lading and that the “Condi- 
tions of Sale” on the catalogue 
cover had been no part of it. 

The court, however, held that 
this provision, so prominently 
displayed on the first page of the 
price list, was also a feature and 
condition of the sale contract. 

“The statement as to risk of 
loss was clearly enough pre- 
sented to the prospective cus- 
tomer,” said the court, “so that 
if the catalogue was delivered be- 
fore the submission of the order 
the buyer could no longer place 
an order saying nothing about 
risk of loss.” 

A. Belanger & Sons, Inc. v. U. S. 
275 Fed. 2d 372, Massachusetts, 
March 2, 1960. 


Exclusive Deals Unlawful 
If They Restrain Trade 


In A SUIT for an alleged vio- 
lation of the federal antitrust 
laws, a manufacturer of concrete 
building blocks charged that his 
competitor and a third manufac- 
turer had entered into an agree- 
ment to sell light weight aggre- 
gate only to purchasers not in 
competition with the third manu- 
facturer. 

The first manufacturer argued 
that the agreement restricted the 
flow of concrete blocks in the ter- 
ritory of northeastern Minnesota 
and northwestern Wisconsin and 
created a monopoly for the third 
manufacturer. 

One of the parties sought dis- 
missal of the suit on the ground 
that the facts did not constitute 
a violation of the law. In support 
he argued that exclusive dealing 
contracts were not illegal in 
themselves and that a manufac- 
turer had a right to deal with 
whom he pleased. 

The court denied the applica- 
tion with the comment that while 
such a statement of the law was 
true, there were exceptions to 

(Please turn to page 108) 
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WELL, Ye} 
WELL, 
WELL! A new standard motor 


from the folks who build 
submersii).e motors so well! 











From the home of 
dependable electric motors... 


A NEW LIGHTWEIGHT MOTOR, 
MADE OF RUGGED ALUMINUM, 
MADE TO CUT SHIPPING COSTS, 
MADE BY FRANKLIN ELECTRIC! 


The new aluminum motor is up to 30% lighter 
than ordinary motors; it is structurally stronger 
than comparable cast iron motors; it is guaran- 
teed a full two years. Most important, it is made 
by Franklin Electric, the folks who were first 
with dependable, submersible water pump 
motors. 

The lightness of the new aluminum motor 
will solve many shipping and handling prob- 
lems. It can be carried, lifted and installed with 
far less effort. Shipping costs automatically go 
down. 

And the Franklin integral is strong. Takes 
plenty of abuse. The aluminum won’t rust or 
corrode. Heat dissipation is fast. Unique bear- 
ing system positively keeps out contaminants. 
Inherent protectors prevent motor burn-out. 

Speedy operation, too. The motor comes pre- 
connected to your specifications. And line con- 
nections can be made in a matter of seconds. 
Voltage changes, too, are fast—with new 
Franklin stab-type connectors. 

Both single-phase and polyphase motors are 
available in totally-enclosed or dripproof con- 
struction, foot mounted, flange-mounted or re- 
silient mounted. See them! 


Shipping and assembly costs will 
go down, down, down. The new 
Franklin aluminum motor is light. 
Easier on the workers, easier on 
the budget. 


Franklin Electric Co., Inc. 


345 EAST SPRING STREET « BLUFFTON, INDIANA 
For More Facts Write No. 185 on Information Card—Page 32 
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All-Purpose Cleaner 
Aids in Dust-Free Areas 


An all-purpose non-acid and 
non-alkaline cleaner will benefit 
dust-free laboratories and instru- 
ment assembly areas. Powerful 
detergent and hard water germi- 
cide can remove and emulsify all 
types of aliphatic hydrocarbon oils 
and greases. Germicidal ingredi- 
ent controls bacteria and removes 
and prevents odor. Non-toxic and 
non-corrosive cleaner is also non- 
ionic, reducing static electricity 
and preventing attraction of dust. 
Cleaner comes as concentrate in 
one qt. and in one, five and fifteen 
gal. containers. Alloy Industries 
Development Corp., 2211 E. Fire- 
stone Blvd., Los Angeles 2, Calif. 
Write No. 18 on Information Card—Page 32 
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An additional 
Bunting service 
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Air-Operated Gun Drives 
120 Nails per Minute 





TET 
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NOW available from Bunting distributors all over America 


Bunting nylon puts at the disposal of engineer and manu- 
facturer a tested material for bearings and parts that fully 
meets all requirements in which the unique qualities of 
nylon are desired. It is strong, tough, heat resistant, 
rigid but with high embeddability, and practically self- 
lubricating. There are many and various applications 
where Bunting nylon will improve performance. 


@ Bunting nylon is available from stock in solid rods, 
extruded tubes, tubular bars, pressure tubing and plate. 

@ Unusually wide range of sizes and shapes provides low cost 
fabrication and minimum of machining. 

@ It is readily machined, blanked, ground, turned and 
welded or bonded with adhesive. High production speeds 
can be maintained. 


Bunting nylon expands Bunting’s comprehensive service 
—now supplying bearings, parts and bars made of cast 
bronze, sintered metals, aluminum and nylon. Available 
from stock or made to blueprint for production and 
maintenance requirements. 





A portable, single-blow auto- 
matic nailing gun is called the 
world’s fastest. Gun drives 120 
nails per min. in sizes up to 2-%% 
in. long (8-penny) with leads up 
to % in. diam. It can be used in 
conjunction with older models of 
the power feeder-separator unit, 
or automatic hopper. Air-driven 
gun cannot “fire” nail unless 
pressed against solid surface, and 
it cannot jam, double-feed or per- 
mit nail to pass head-first. It 
weighs only nine lbs., operates 
on 95 lbs. psi air, consuming 20 
cfm at top speed, and will drive 


MACHINE SHOP SERVICE 


Small lots of bearings, or parts made of Bunting Nylon, Cast Bronze, 
Sintered Bronze, or Aluminum can be made immediately at low cost 
by fully equipped emergency machine shops in Bunting branches. The 
wide range of sizes of Bunting Stock bearings, bars and 

Nylon shapes makes the alteration of a stock item easy 

and economical. Your local Bunting Distributor can 

arrange for such work. 


@ Write for Nylon Catalog No. 32. Nylon Technical 
Brochure No. 33. 


@ See our new complete General Catalog No. 61 in 


lic 
Sweet’s Product Design File Bu write for a copy. 


The BUNTING Brass and Bronze Co., TOLEDO 1, OHIO 


BEARINGS, BUSHINGS, BARS AND SPECIAL PARTS OF 
CAST BRONZE, SINTERED METALS, ALUMINUM AND NYLON 
For More Facts Write No. 186 on Information Card—Page 32 





nails at any angle. United Shoe 
Machinery Corp., Powasert Dept., 
140 Federal St., Boston 7, Mass. 
Write No. 19 on Information Card—Page 32 
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An example of Avisco Rayons in Industry 








There’s an application for Avisco rayon 
in your business 


The big news in industry today is the increasing use of a aaa aca a en naam 
Avisco rayon fibers. Versatility is the reason. Avisco QUICK REPLY COUPON 6-9 
nite oad custom engineered to meet your end-use Industrial Merchandising Division 

Need strength ? Avisco rayon fibers add backbone, tensile on eee pene er N.Y 

and flex life to beltings, burst strength to hoses, tensile ay Tae Saee ag renee 


= = —- to coated fabrics and laminated paper, Please contact me about Avisco Rayons for use in the 
m and foil. 


; . : following application: 
Need absorbency (or repellency) ? Avisco rayon fibers are 


used extensively in medical and hygienic products. Name 
Need superior filtration? Avisco rayon fibers are pro- 
duced in a wide range of precise micron cliameters to con- 
trol porosity and improve efficiency. Address 
Whatever you make, there’s a way you can save time and 
money with Avisco rayon fibers engineered to your spe- 
cific requirements. Find out now. 


AVISCO mi RAYON 


AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York 1, N. Y. 


ompany 


2 ne 
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IF YOU BUY VALUE, 
IKE DOING BUSINESS WITH 


COLUMBIA-SOUTHERN 








Simulated barge with array of finished products symbolizes Columbia-Southern contributions to chemical transportation and chemical processing 


Quality . . . service . . . delivery . . . economy—all these 
are part of your value picture when you buy Columbia- 
Southern Chemicals. 

Take delivery. Modern Columbia-Southern barge and 
rail equipment speeds shipments to your plants at any 
location—on time, as specified. In fact, some standard 
chemical transportation practices stem from Columbia- 
Southern innovations. Two examples: the tank car dome 
safety platform, and a special tank car lining that pre- 


‘columbia| southern 
G che | 


( 


i ¢ AQIS 
CHEMICAL DIVISION 
PITTSBURGH PLATE GLASS COMPANY 


vents metallic pick-up by high concentration caustic. 
Customer oriented advances like these extend through 
all Columbia-Southern activity, from sales call to order 
processing to invoicing. That’s why so many leading 
purchasers in most chemical-using industries like doing 
business with Columbia-Southern. You will too. 
Chemical Division, Pittsburgh Plate Glass Company, 
One Gateway Center, Pittsburgh 22, Penna. Offices in 
principal cities. In Canada: Standard Chemical Limited. 


Chlorine » Caustic Soda « Caustic Potash » Soda Ash « Ammonia 
Solvents + Sodium Bicarbonate »« Chromium Chemicals 
Barium Chemicals - Sulfur Chemicals - Agricultural Chemicals 
Reinforcing Pigments - Calcium Chloride - Hydrogen Peroxide 


Muriatic Acid « Calcium Hypochlorite « Titanium Tetrachloride 








Background is schematic of world-famous Ward Leonard system of control. 


In modern rheostat circuits, rt’s 


SERVICE CONTINUITY THAT COUNTS 


Production stopped. Workers idle. But 
wages, maintenance costs, and fixed 
charges go merrily on accumulating. 
That’s the black picture when an in- 
dustrial control component—specifically 
a rheostat—fails. That’s why reliability 
is more important than initial cost. In 
many cases, these irrecoverable charges 
and costs can quickly far exceed the re- 
placement cost of the faulty components, 
And that’s why far-sighted designers 
are more and more specifying Ward 
Leonard VITROHM ring rheostats for 
control circuits where performance is 
a must...in motor and generator field 
control circuits...for electronic tube 
filament circuits...wherever substan- 
tial amounts of power must be handled 
with utmost rheostat reliability. 
Ward Leonard ring rheostats, in sizes 
of 25, 50,100, 150 and 300 watts, feature 
W/L’s exclusive “twin contact shoe” 
design. Two sintered, self-lubricating 
contact shoes minimize wear and assure 
uniform contact pressure, smooth oper- 


ation, and maximum reliability. 

Special alloy resistance wire—made 
to W/L’s closely monitored specifica- 
tions to assure highest stability and 
lowest practical temperature coefficient 
—is bonded permanently to ceramic core 
by Ward Leonard’s own VITROHM 
vitreous enamel, 

These are just a few of the reasons 
why VITROHM ring rheostats give you 
outstanding reliability in industrial 
control circuits. There are many more 
quality-engineered features than we 
can describe here—for instance, highest 
grade ceramic base and core, durably 
bonded tinned alloy terminals, and bal- 
anced beryllium copper contact arm. 
You’ll find them all in Bulletin 60RR 
(and for powers above 300 watts, check 
W/L plate rheostats in Bulletin 60A). 
For your copy, and for a list of stock- 
ing distributors, write: Ward Leonard 
Electric Co., 58 South St., Mount 
Vernon, N.Y. (In Canada: Ward Leonard 
of Canada, Ltd., Toronto.) °.8 


WARD LEONARD 
ELECTRIC CO. 


a, ia eas 
at ntl wie tle 


RESISTORS « RHEOSTATS + RELAYS e CONTROLS 
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Portable Vacuum Can Be 


U 


An extremely lightweight port- 
able vacuum cleaner can be used 
in three ways: strapped to the 
back for cleaning confined areas 
or overhead fixtures; snapped on 
the one-piece wheel attachment 
for close, easy following when 
cleaning floors; mounted on wall 
for use at work bench or assem- 
bly table. Unit features 1 hp 
motor, permanent cloth filter bag, 
one-third bushel capacity, high 
impact plastic housing and dual 
turbine vacuum system. Vacuum 
quickly converts to powerful 
blower. Advance Floor Machine 
Co. Spring Park, Min. 

Write No. 20 on Information Card—Page 32 
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. it must be income tax return time 

. The boys are starting to get 
friendly with the computer operator 
cacain!! 
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1. “The boss wants those new models 


into production right away.”’ 


3. “And I need to shop around 
for the best price.” 


Depend on 
Long Distance... 


it will deliver 


for you! 


Long Distance pays off! Use it now .,.for all it’s worth! 


2. “I’ve got to find out today 


who can deliver on schedule.”’ 


4. “Better call ’°em Long Distance 
and get things moving now!”’ 


LONG DISTANCE RATES ARE 
Here are some examples: 

Cleveland to Pittsburgh . 

Birmingham to Atlanta 

Washington, D.C. to Boston 

Miami to St. Louis . 

San Francisco to New York 


These are day rates, Station-to-Station, for the 
minutes. Add the 10% federal excise t« 





‘Now, Railway Express Agency 
— fas a new name for the 
: most complete shipping 
, ___ Services in the world... 





. EA EXPRESS 








Newname, new methods and equipment, new 
low rates, and a new company-wide spirit! 
That’s REA Express—ready, eager and 
able to provide you with its many services. 
REA Express is the national and world-wide 
rail-air-sea-highway service of Railway 
Express .. . the simplest way to ship. You 
deal with just one carrier—REA—all the 
way from origin to destination. 

You can ship anything, anywhere, any time 
via the REA network of domestic and inter- 


7 


national surface and air services. Nation- 
wide coverage to 23,000 communities in the 
U.S. No charge for door-to-door delivery 
(within published limits). 

New low express rates are in effect on many, 
many commodities. Now you can ship at 
rates that are comparable to—in many cases 
lower than—rates via parcel post and other 
so-called “low-cost” carriers. 

Service? No other organization can match 
REA-—it’s complete! 


Multimillion-dollar modernization. 
This new “key-point” terminal is typ- 
ical of REA’s investment in new serv- 
ices and new ways to serve you better. 


ie 


a ie ie. 
Containerized cargo handling, piggy- 
back shipping. New REA methods 
minimize handling, simplify transfer, 
save time and costs, speed delivery. 


New over-the-road truck routes. Many 
new REA Express trucks supplement 
rail service, insure speed and fre- 
quency for intercity shippers. 


~— i 


RADIO~ DISPATCHED 
AIR EXPRESS 


Air Express. This priority, low-cost 
air service of REA and the airlines 
spans the U.S. with pickup and deliv- 
ery by special Air Express trucks. 


New coordinated surface and air 
freight service enables you to combine 
air freight speed with fast REA 
pickup and delivery. 


LPIA 


eet Or 


World-wide international services. REA 
customhouse brokers clear your ship- 
ment fast, speed it by air—or surface 


on REA’s through bill of lading. 





Special new low rates on these and many other commodities: 


e@ Farm implements and parts e Sheets, towels, tablecloths 
e Photographic equipment 


and supplies A hi LW4 
@ Hand tools EXPRESS a 


Y 


e Rugs and carpets 
e@ Books and printed matter 
@ Shoes and other footwear 
e@ Wearing apparel 


e Automobile, truck and trailer 
parts 


@ Piece goods 
e Curtains and draperies 


This is only a partial list apply- 
ing between all points .: . call 
your local REA office if your com- 
modity is not included here. If it 
is, call for the complete rate story 
—it will show you big savings. 


moanowre ts FRE A EXPRESS 
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All here... 
components that satisfy 


all pressure/flow system needs 


iRIA 


Now together, Imperial-Eastman meets all your 
hydraulic-pneumatic-flow component needs: tube fit- 
tings, valves, couplings, flexible and rigid hydraulic 
lines, thermoplastic tubing and tubing tools. 

This engineered line gives you the exact product for 
every type of service condition—and the tools to make 
sure your assemblies are absolutely right. 

For added satisfaction at your point of order, 
Imperial-Eastman products are available through high- 
est caliber distributors. . 


For complete information, write for Catalog No. 101. 


i a is 


TUBE FITTINGS 


IMPERIAL@)PEASTMAN 


Imperial-Eastman Corporation General Offices: 6300 West Howard Street, Chicago 48, Miinois 


In Caneda: Imperic!l-Eastman Corporation (Canada) Ltd., Toronto 
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Only 
IMPERIAL () EASTMAN 


offers a line 
as complete as this 


When we say your most complete line 
of pressure flow system components 
for all hydraulic, pneumatic, instru- 
mentation and other applications— 
here’s what we mean: 


TUBE FITTINGS OF EVERY TYPE AND 

SIZE—FOR ALL PRESSURES, 

TEMPERATURES 

e Hi-Seal® Butt Joint Fittings, Braze-Seal Hi- 
Pressure, Hi-Duty, 37° Flare, 45° Flare, Flare- 
less, Flex, Compression, Inverted Flare, 
Threaded Sleeve and Plastic Tubing Fittings. 


FLUID CONTROL VALVES 

e Needle, Toggle, Diaphragm, Plug, Blow- 
Down and Kwik-Connect Types for pressures 
up to 5000 psi. 


HOSE AND COUPLINGS 
e Medium-Pressure Hose and Tube Assem- 


blies, Couplings and Fittings for One-Wire 
Braid Hose 


e High-Pressure Hose and Tube Assemblies, 
Couplings and Fittings for Multiple-Wire 
Braid Hose 


¢ Low-Pressure Hose and Tube Assemblies, 
Couplings and Fittings for Fabric Braid Hose 


e All Synthetic—for Pressures up to 3000 Lb. 
¢ Adapter Unions, Adapters and Tube Fittings 


TUBING 
e Plastic and Thermoplastic 


TUBING TOOLS 
¢ Cutting, Flaring, Bending, Reaming, Swag- 
ing, Pinch-off, Refacing Tools 


e Service Aids 
No doubt about it now—-see your Imperial- 


Eastman distributor first for all hydraulic- 
pneumatic-flow system components. 


| | 
Y 


TUBING 


“IMPERIAL 
EASTMAN 


Chicago 48, Illinois 
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Capacitor Is Compact 
And Economical 


A tubular capacitor line com- 
bines the high performance of 
mylar film dielectric with the 
compactness and economy of 
plastic case having epoxy resin 
end seals. At nominal cost pre- 
mium over wax dipped paper 
capacitors, line high in- 
ternal resistance plus greatly im- 
proved ability to withstand hu- 
midity. For most values, series is 
more compact than wax dipped 
paper or molded plastic case 
equivalents. John E. Fast & Co., 
Sub. of Victoreen Instrument Co., 
3598 N. Elston Ave., Chicago 18, 
iil. 
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Weight Recording Unit 


Eliminates Human Error 


An electronic weight-recording 
apparatus eliminates human errer 
and fraud. Unit automatically 
records weighing on continuous 
tape while weight tickets—s:ngly, 
in duplicate or in triplicate—are 
simultaneously imprinted with 
date, weight, serial number and 
code. Unit is available for manual, 
electric or remote operation. 
Adapter is also available for 


transmission of recorded weight 
to comptometers, accounting ma- 
chines, or punch card systems. 
Premature, careless or deliberate 
misprintings are impossible. En- 
tire apparatus is sealed in cabinet 
for protection against dust and 
moisture. Manufactured by Berkel 
in the Netherlands. Contact Neth- 
erlands Trade Commission, 551 


Fifth Ave., New York 17, N. Y. 
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Speedy Machine Marks 
Blister Packages 
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Plastic blister packages in a 
wide range of sizes and shapes can 
be marked, an entire strip at a 
time, at speeds up to 40 per min- 
ute by special marker. Imprints 
are clear and readable even 
though printing may be small. 
Inks developed specially for plas- 
tics resist dirt, moisture, handling 
and abrasion. Short-run marking 
is made possible by quick method 
of changing imprint. Unit can also 
be used to mark other flat-sur- 
faced objects with imprints up to 
5 x 11 in. Markem Machine Co., 


Keene 52, N.H. 


Write No. 23 on Information Card—Page 32 


Ear Plug Bans Noise, 
Permits Conversation 


A plastic anti-noise ear plug 
sharply reduces industrial noises 
but still permits wearer to hear 
conversation. Intended for mili- 
tary or commercial aviation uses 
and for general pur- 
poses, devices are about %4 inch 
in length and come in three sizes, 
small, medium and large. They 
are white in color and contain a 
safety tab for easy and safe inser- 
tion. American Optical Co., Safe- 
ty Products Div., Southbridge, 
Mass. 
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The original Mr. Gross 





If it’s a new idea in shipping containers, the man they call 


‘Mr. Corrugated’ probably had a hand in it. 


O TED GROSS, originality comes as naturally 
as breathing. 


Ted has been applying his inventive gifts to 
corrugated box users’ needs for 26 years. Cur- 
rently he’s Technical Advisor of Union-Camp’s 
Box and Board Division. Creative Director might 
be a better description. Because Ted actually 
coordinates all the activities that go into the de- 
veloping, designing and testing of a new corru- 
gated container. 


Remember the famous ““V-Boxes’”” in World 
War II? They were developed when Ted was 
President of Container Laboratories. A task 
force under his direction worked closely with a 
special committee of the Fibre Box Association 
to produce the original wet-strength corrugated 
box. This development enabled military supplies 
to withstand the wet conditions of amphibious 
landings. 


The widespread use today of lightweight, low- 
cost produce boxes also owes much to Ted's 
ingenuity. As Chairman of the Citrus Container 
Institute, he pioneered in developing corrugated 
boxes for shipping citrus fruits. The knowledge 
gained in this area has led to the widespread use 
of corrugated for shipping a variety of fresh 
produce—safely and economically. 


Look at the instruments in our photograph. 
They're the special box gauges now being 
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adopted as the standard for measuring the inside 
dimensions of a corrugated container. You 
guessed it. Another Ted Gross “‘first.”’ 


The original Mr. Gross’ latest project is field 
testing new types of bulk boxes. They'll be used 
primarily for shipping granular products in lots 
weighing thousands of pounds. Imagine the sav- 
ings this will effect over conventional handling 
methods! 


What can Ted Gross and his staff mean to 
you in terms of greater shipping efficiency and 
economy? It costs nothing to find out. Union- 
Camp's comprehensive packaging service is 
available to all shippers. It includes equipment 
analysis, box design and development, specifica- 
tions control, merchandising counsel and in-plant 
surveys of your materials handling operation. 


A note on your letterhead will bring a prompt 
response. Why not write us today? 


SB UNION-CAMP" 


CORRUGATED BOXES 


Union Bag-Camp Paper Corporation 233 Broadway N.Y 7 N.Y 


Plants: Savannah, Georgia - Trenton, New Jersey - Chicago, Illinois - Lake- 

land, Florida - Spartanburg, South Carolina - Jamestown, North Carolina 

Subsidiaries: Allied Container Corporation, Dedham, Massachusetts 
The Eastern Box Company, Baltimore, Maryland. 





CK WASHER CORROSOR 
RESISTANCEAINGREASED 
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EMBRITELE 


ND 
NT ELIMINATED 


am. 


SPECIFY 


MELLOWS LOCK WASHERS 


Protected by 


DYKO 


METAL. PLATING 


Pius Iridescent 
Chromate Treatment 


YOU BENEFIT 3 WAYS 


1. NO HYDROGEN 
EMBRITTLEMENT 

The “3M” Mechanical Plating Sys- 
tem for depositing “DYKO” plating 
is non-electrolytic. Both laboratory 
and production experience has 
demonstrated conclusively that 
high strength steel parts, Lock 
Washers included, can be plated 
without hydrogen embrittlement. 
Embrittlement has always been a 
“nightmare” for Lock Washer us- 
ers. Broken Lock Washers in com- 
pleted assemblies created costly 
and frustrating situations. Long 
baking after electroplating helped, 
but even baking was not fool-proof. 
Now, finally, HYDROGEN EM- 
BRITTLEMENT is no longer a 
problem. 


2. HEAVIER COATING 
Heavier, more consistent coatings 


for the same cost are now possible. 
MELLOWES standards call for 


.0003” coating thickness when 
commercial plating is required. 


3. INCREASED CORROSION- 
RESISTANCE 

The protective value of greater 
coating thickness is enhanced by 
clear chromate treatment. Clear 
chromate preserves the true metal- 
lic finish of the plating and also 
adds to its corrosion-resistant 
qualities. It is standard Mellowes 
procedure to apply clear chromate 
to mechanically plated Lock 
Washers. 


However, iridescent chromate 
(which is bronze-like in color and 
greatly increases corrosion-resist- 
ance) is strongly recommended 
when the primary reason for plat- 
ing is corrosion-resistance. 


Either chromate treatment is 
available at NO ADDITIONAL 
COST! 


Get the Complete DYKO Story 
For further information on DYKO Metal 


Plating, 


write for Illustrated Brochure 


and Salt Spray Test Graph which 
explain both the clear and iridescent 


chromate treatments. 
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Nylon-Dacron Slings 
Protect Against Damage 


Web belt slings of Nylon and 
Dacron are recommended for 
lifting finished products, ma- 
chined surfaces or soft metals 
to prevent them against marring, 
scratching or denting. Slings come 
in wide variety of lengths, widths 
and capacities, in five different 
Nylon and an equal number of 
Dacron types, and with a com- 
prehensive selection of fittings. 
Slings are light in weight and are 
unaffected by mildew, rot, bac- 
teria or water. They have excel- 
lent handling properties at low 
temperatures and provide safe 
duty up to 8-10% elongation. 
Wire Rope Div., Jones & Laughlin 
Steel Corp., Muncy, Pa. 
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Manufacturers of a Complete Line of Lock Washers in all Stand- 
ord ond Special Sizes in Steel, Stainless Steel, Non-Ferrous, 
Plain or Plated in Bulk, Coin Pak, JOB-PAK or Special Packaging. 


“Look, we're trying to put a man 
into space and with your prices you 
qualify.” 














For More Facts About Ad 
on Facing Page Write in No, 194 





N-S SPRING MATERIAL MAKES THE DIFFERENCE 


MUSIC WIRE... STAINLESS ... SUPERALLOY... HEAVY GALVANIZED ... FLAT SPRING STEEL... 
whatever your spring-material needs, NATIONAL-STANDARD has a complete line to give you one-source 
service. Many sizes are stocked for immediate delivery, others can be specially manufactured for 48-hour 
service, and all are produced with the quality and reliability of fifty-four years of experience. MUSIC SPRING 
WIRE: .002” to .250" diameter. STAINLESS STEEL SPRING WIRE: round—.0032” to .125” diameter; flat— 
025” to .350" wide, .008" to .100" thick. HEAVY GALVANIZED SPRING WIRE: .072” to .060" diameter, 3-7% 
zinc by weight. SUPERALLOY SPRING WIRE: /ncone/-X, NS-25 (L605), NS-A286, René 41, 17-7 PH, and 
others. FLAT SPRING STEEL: .007” fo .065”" thick, .015" to 6.5" wide tempered, .015” to 16” wide untempered. 


61-WO1A 


FOR COMPLETE TECHNICAL DATA ON NS QUALITY SPRING MATERIAL WRITE TO: NATIONAL-STANDARD COMPANY 
Niles, Michigan 
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NS SPECIAL WIRE WITHSTANDS 1000" 


Landing hot jets like the McDonnell Phantom II 
at high speeds, means brakes and brake components 
must be able to withstand extreme temperatures 
without failure. 


A leading manufacturer of brakes for jet aircraft 
came to National-Standard for help in finding a spring 
wire that would have high stress-temperature sta- 
bility up to 1000°F. National-Standard engineers 
recommended an austenitic superalloy material, 
NS-A286, recently developed for spring wire appli- 
cations by National-Standard. Tests showed that 
NS-A286 met requirements better than any other 
available alloy, yet cost only half as much as the 
next best alloy. 





SUPERALLOY Passes TEst— When brakes on the 
Phantom II are released, the NS-A286 return springs 
under the brake discs must separate the stationary 
stator discs from the moving rotor discs. The brake 
discs build up heat to 1400°F, which is quickly ab- 
sorbed by the return springs, raising spring tempera- 
tures to as much as 1000°F. NS-A286 is a precipita- 
tion hardening alloy exhibiting as little as half the 
relaxation loss at 1000°F as comparable alloys 
show at 850°F. NS-A286 springs must retain their 
strength at this heat to separate the brake discs 
and guard against brake drag during landings. 

To test NS-A286, engineers simulated stress-tem- 
perature characteristics of three landing conditions. 
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TO BRAKE JETS 


Heat builds up in the brakes in 30 seconds and re- 
mains for as long as 20 minutes. The springs must 
work in the heat against a high back pressure main- 
tained in the aircraft hydraulic system. Springs must 
be operational for at least 45 normal landings, 5 high- 
speed, gross weight landings, and one aborted take- 
off stop, corresponding to stopping the plane just 
before it becomes airborne. Under all test conditions, 
NS-A286 met every rigid requirement. 
EXPERIENCED ENGINEERING HELP of this kind, 
for jobs requiring high-quality wire, to meet special 
or unique applications, is available to you from 
National-Standard. Write for additional information 
to National-Standard Company, Niles, Michigan. 





NS-A286 SUPERALLOY WIRE, produced by 
National-Standard, meets critical stress-tempera- 
ture demands for coaxial return springs in brakes 
of F4H-1 Phantom Il. 


Wanv NATIONAL-ST ANDARD COMPANY 
* Niles, Michigan 
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New Production Capacity 
For Fast Delivery 


; 


Large Generated Gears 
SPUR - HERRINGBONE - HELICAL 


for a wide range of industrial applications 


Gears which must operate smoothly and without vibration 
at higher speeds and under greater loads must correspondingly 
be more accurate in tooth profile and spacing. 


H & S Generated Gears answer these demands. 


Offering the same high-quality standards which characterize 
the complete H & S Gear line, production capacities for large 
generated Spur, Helical and Hobbed-Herringbone Gears are 
now available in the following dimensions: 


Up to 80” outside diameter at 1 DP 
Up to 90” outside diameter at 14 DP 
Up to 100” outside diameter at 1% DP 
Up to 125” outside diameter at 2 DP 
Face widths up to 42’’, depending on helix angle 


Send your specifications, or let our technical staff make 
recommendations. H & S specializes in fast production of 
quality industrial Gearing and Speed Reducers to meet your 


custom requirements. 
@: 


Write for Catalog FLB-60 


e HORSBURGH « SCOTT CO. 


AA 5112 Hamilton Avenue °* 


Cleveland 14, Ohio 
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Drill Includes Power 
Hammer Advantages 


A high frequency impact drill 
combines the advantages of a 
heavy-duty electric drill and pow- 
er hammer in one compact unit. 
High frequency principle com- 
bined with high speed rotation 
creates non-destructive, disinte- 
grating action which drills all ma- 
sonry and reinforced concrete 
faster, cleaner, and more accu- 
rately without severe jarring. 
One-man drill cuts openings 
cleanly and precisely from 3/16 
in. to 4 in. in concrete, brick, rock, 
tile and terrazo for anchors, 
dowels, pine holes and conduit. 
Dept. PD, Stanley Electric Tools, 
195 Lake St., New Britain, Conn. 
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Magnet Wire Operates 
In Excess of 260° C 


A magnet wire which employs 
a cross-linked polymer for insu- 
lation possesses unusual abrasion 
resistance and operates continu- 
ously in excess of 260 deg. C. Its 
tough yet thin insulation over- 
comes the problems of cold flow 
and resistance to impregnating 
and potting. Ideal in the manufac- 
ture of transformers, relays and 
motors, wire comes in sizes 14 to 
44 in. Only single thickness insu- 
lation is required, owing to wire’s 
excellent dielectric and continuity 
characteristics. Hitemp Wire Co., 
Div. of Simplex Wire & Cable 
Co., Westbury, N.Y. 
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Building the ability 
The man to judge soundly, to weigh 
with the 


value, to guide purchases correctly 
in the light of all important product 
ee facts is the lifetime pursuit of the 
kno VW “total” purchasing executive. Certainly 
knowledge is the key to your judgment. 
power” What you know and what you learn be- 
come an integral part of every “yes” an- 
swer...the proof which supports decision. 
Providing information to help you make 
sound decisions is a primary aim of the 
Industrial Tape Division of Minnesota 
Mining and Manufacturing Company. 
You'll find your GM Representative or 
“SCOTCH” BRAND Tape Distributor 
ready with the latest facts about 
shelf life, applications, product 
qualities and the many other cost- 
saving advantages of “SCOTCH” 
BRAND pressure-sensitive 
tapes for modern industry. 
Call him today...or write 
SM Co., 900 Bush 
Ave., St. Paul 6, 
Minn., Dept. 
IBJ-11 


IS A ED TRADEMARK OF 3M CO 


RE STER ST. PAUL 6, MINN 
NING A 


® 
wD JV[ANUFACTURING COMPANY 
... WHERE RESEARCH IS THE KEY TO TOMORROW 
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NOW 
MORE 
GALVANIZED 
STEEL 
FOR 
MID-AMERICA 
FROM 


MIDWEST 
STEEL 


For one of the greatest steel-consuming areas of the country, 
galvanized steel will now be in greater supply. The source is 
close, the service is fast, and the quality is second to none. Because 


PURCHASING 








MIDWEST STEEL | WEIRTON STEEL 
Portage, Indiana Weirton, West Virginia 


divisions of 
NATIONAL STEEL CORPORATION 


Weirkote, the modern continuous-process galvanized steel, is now 
being produced at our new Midwest Steel facilities in the Chicago 
area, as well as at our Weirton Steel division in the Pittsburgh area. 
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»mnent and Supplies 





New, thin, push-pull stamp pad 
was recently introduced by Old 
Town Corp., 750 Pacific St., 
Brooklyn, New York. It does not 
require inking, will stand up for 
many thousands of impressions, 
and is disposable. 
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New line of aluminum chairs 
has been introduced by Cramer 
Posture Chair Co., Inc., 625 
Adams St., Kansas City, Kansas. 
The swivel models in the line 
have one-piece cast aluminum 
base, made by permanent mold. 
Construction of seat and back 
frames are heat-treated aluminum 
sheet and tubing. Formed seat 
plates are perforated for air flow 
and have thick foam latex cush- 
ions. 
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Carbon paper, designed for use 
with electric typewriters, has been 
introduced by Kee Lox Manufac- 
turing Co., Rochester, N. Y. A 
new, thin metallic backing pre- 
vents curling. 
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Free plastic bound booklet de- 
scribes systems for handling a 
variety of office and plant paper- 
work procedures. It has been 
published by General Binding 
Corp., Northbrook, Ill., and shows 
how almost every operation in 
which paper is used can be 
streamlined. 
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Design improvements have 
been announced by the DeJur- 
Amsco Corp., 45-01 Northern 
Blvd., Long Island City, N. Y., in 
its line of dictating-transcribinz 
machines. One of the new features 
is a built-in telephone recording 
device that enables the user to 
record telephone conversations 
without removing the microphone. 
Write No. 32 on Information Card—Page 32 
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A whiteprinter engineered for 
processing sensitive films is equal- 
ly capable for all office paper 
work. The machine was intro- 
duced by the Ozalid Division of 
General Aniline and Film Corp., 
Johnson City, N. Y. A table-top 
copier with a 13” throat, the unit 
will run prints from photographic 
film positives, produce transpar- 
encies for overhead projection, 
and process double-coated sen- 
sitized materials. 
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Scale model kit for office plan- 
ning enables purchasing agents 
and other department heads to 
visualize exactly what is required 
and how it will fit into available 
floor space. Layouts can be made 
and photographed showing alter- 
nate combinations for discussion 
and decision. The “Master Plan- 
ner Kit” is a product of Applied 
Research Corp., Erie, Pa. 
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Accessory will hold either 84% 
x 11 or 8% x 14 (legal size) pad. 
It can be used on the desk or as 
a writing board while traveling. 
The pocket holds loose notes, 
memos, and the like. The unit is 
made of vinyl in several styles 
and colors. It is manufactured by 
Joshua Meier Co., Inc., 610 W. 
26 Street, New York, N. Y. 

Write No. 35 on Information Card—Page 32 


Catalog featuring leather desk 
accessories and other leather 
products for the office has re- 
cently been published. It is avail- 
able from A & M Leatherlines 
Inc., 230 Fifth Ave., New York 1, 
N. Y. The new catalog also illus- 
trates desk accessories in solid 
brass. 
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CONTROL 


““‘We did away with 300,000 


AMERICAN PRESIDENT 


James D. Short, Supervisor of Tabulating, American President Lines 


THE SETTING: American President Lines oper- 
ates 30 cargoliners and 5 passenger liners. To 
make up voyage revenue and budget reports, the 
company collects and sifts mountains of data 
from scattered ports all over the world. 

Reservations from 18 offices, 30 principal 
agents and thousands of travel agencies funnel 
into San Francisco headquarters every 24 hours. 
Facts in foreign weights, measures and cur- 
rencies are converted to U. S. equivalents, sum- 
marized, and printed. The system also produces 
many other important reports. 


THE SYSTEM: Data received is put on punched 
cards. An electronic accounting machine proc- 
esses the cards, converting to U. S. standards, 
and prints the information on a daily summary 
sheet, an interim revenue report. This is revised 
daily as new figures come in and, in its final 
stage, is the final accounting. 


postings!” 


After a ship has sailed, more incoming data is 
carded and radioed to sea. After a 120-day 
cruise, a budget report is run off, summarizing 
the vessel’s performance—estimated vs. actual. 
A final budget report compiled in 10 days, as 
against 8 man-months, is the basis of manage- 
ment decisions on cargo matters, revenue vol- 
ume, receipts and expenses, equipment needs, etc. 
The system speed-up resulted largely from elimi- 
nating 300,000 tedious manual postings a year— 
a crucial operating gain. The Moore forms in 
the system are the Line’s control in print. 


THE COUNSELORS: “We appreciate the system 
control and the help in forms design which the 
Moore man gave us,” says James D. Short, Super- 
visor of Tabulating. For more details on how 
Moore may be able to help with your problems— 
no matter what kind or size of business — write the 
nearest Moore office. No obligation, of course. 
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Build control with 


MOORE BUSINESS 
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MOORE BUSINESS FORMS, INC. 
Niagara Falls, N. Y. * Denton, Texas 
Emeryville, Calif. * Over 300 offices 
and factories throughout the U. S., 
Canada, Mexico, Caribbean and 
Central America. 
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Accuracy 
CONOVER-MAST PURCHASING DIRECTORY, with 


its constant check of telephone numbers, is brought con- 
tinually up to date. If a manufacturer moves or goes 
out of business the telephone companies are the first to 
know. (CMPD is the only major industrial directory 
that includes telephone numbers.) 


Completeness 
In CMPD secondary product headings are cross indexed 


to the one complete heading. There are no misleading, 
incomplete minor headings. 


Convenience 
CMPD lists all industrial products, but only industrial 


products. It is complete in one volume to conveniently 
serve the industrial buyer. 


Size ratings 
In CMPD (and only CMPD among major industrial 


directories) size is shown by employment—a current and 
meaningful gauge. 


Conover-Mast 
Purchasing Directory 


205 E. 42nd St. New York 17, N. Y. 
MU 9-3250 
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Office Equipment 





A new booklet entitled “How 
Modern Office Copying Adds 
Time Where It Counts.” The 16- 
page publication is released by 
Business Photo Methods Sales 
division of Eastman Kodak Co., 
Rochester 4, N. Y. It contains 
many case histories showing a 
wide range of uses for the Veri- 
fax copier and describes two re- 
cently-introduced models. 
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Microfilm reader-printer uses 
a photographic process to get an 
enlarged print from source doc- 
uments under ordinary lighting 
conditions. Similar to a photo- 
copy machine in operation, the 
new unit delivers a cut sheet to 
the user. It automatically pro- 
duces positive prints from nega- 
tive microfilm, roll or unitized. 
The new unit is a product of 
Documat, Inc., Belmont, Mass. 
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New style chairs and dining 
tables are shown in the condensed 
catalog recently released by The 
Howell Co. division of Acme 
Steel Co., St. Charles, Ill. The 
full-color brochure shows over 
50 illustrations of the modern 
furniture in the new square tube 
and the round tubular steel frame 
upholstered chairs and daven- 
ports. 
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Free booklet which provides 
many answers about magnetic ink 
printing has been published by 
Moore Business Forms, Inc., Ni- 
agara Falls, N. Y. 
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PURCHASING EXECUTIVES! SEE FOR YOURSELF. 
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the most versatile business machine in 
the business world DOES MORE JOBS! 


On Wall Street, Michigan Avenue... Main Street U.S.A... .““Thermo- 
Fax’’ Brand Copying Machines are copying correspondence, address- 
ing labels, laminating, making statements, projection transparencies, 
and paper printing plates. Also, systems papers for as little as 2¢ a 
copy. Plus many more jobs. 

And all-electric ‘“‘Thermo-Fax”” Copying Machines are delivering 
each job perfectly dry in just 4 seconds! 

The “‘Thermo-Fax’’ Copying Machine is the business man’s business 
machine for one sound reason ...does more jobs! See for yourself. 
Mail this coupon. 


DDRESSING LABELS PROJECTION TRANSPARENCIES Mi 
SYSTEMS PAPERS GENERAL COPYING PAPER PLA 


Thermo-Fax 


COPYING. ‘MACHINES 


MINNESOTA MINING AND MANUFACTURING CO. 
Dept. DCZ-1301, St. Paul 6, Minnesota 


At no obligation, I'm interested in information about 


how a ‘“‘Thermo-Fax"’ Copying Machine can simplify 
the jobs mentioned above. 


Name 





'Mimnesora Minne AMD! Company. 
| Manuracrurine COMPANY] Address __ 


- WHERE RESEARCH 1S THE KEY TO TOMORROW 


City_ ; _Zone___State 


C) Check if you now own a “Thermo-Fax"’ Copying 
Machine, 


THE TERM ‘*THERMO-FAX’* IS A REGISTERED 
TRADEMARK OF 3M COMPANY 
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Be sure of 
this sta 
to be sure of‘ 
the standard 
you specify 


HE ® 


The TUBE-TURN trademark is more than a 
trade mark. It identifies a standard of per- 
formance and satisfaction. It has universal 
recognition and acceptance as a mark of known 
value. 

TUBE-TURN components for welded piping 
systems are the product of decades of pioneer- 
ing, of a wealth of experience without equal, 
of an investment in related research and engi- 
neering exceeding that made by all other such 
manufacturers combined. These are important 
considerations in this era of widespread deceit 
and subterfuge. 

Simply copying TUBE-TURN products is an 
obviously easy shortcut to look-alike substi- 
tutes. When such impostors sneak into jobs 
through the “or equal’? loophole in many 
specifications, however, it is impossible to be 
sure they meet TUBE-TURN standards. Only 
costly and time-consuming laboratory testing 
can prove it. And such testing, if undertaken, 
cannot be conclusive because the proper tests 
destroy the samples and there is never assur- 
ance of uniformity in any quantity delivered. 

The substitution of anything for genuine 
TUBE-TURN welding fittings and flanges is 
difficult to understand or justify. TUBE-TURN 


quality demands no premium. TUBE-TURN 
products are always priced competitively with 
truly comparable items. Any so-called ‘“‘bar- 
gain’’ substitutes must be substandard in 
value! What “saving” can possibly justify the 
risk involved when a single failure may easily 
result in losses greater than the cost of the 
entire piping installation? 


Inferior Substitutes 
Can be Avoided! 


Specifications calling for TUBE-TURN products 
with the customary “or equal’ wording need 
not be the open door to risk or trouble. Re- 
sponsible suppliers and contractors will not 
only serve you honestly and properly, they 
will be glad to provide proof of it. They will 
give you an affidavit that they have met your 
specifications to the letter...and they will 
identify and describe whatever substitutes they 
elected to supply within the “or equal” lati- 
tude allowed. This is a sensible procedure for 
everyone concerned. Write us today for a 
copy of Bulletin 1031-.A-2510n this subject. 
TUBE TURNS, Louisville 1, Kentucky. 


“TUBE-TURN” and “tt” Reg. U.S. Pat. Off 


TUBE TURNS 














TUBE-TURN 





On 
<ep) 
“aw 
LIFESAVER For The 
Men Who Design Piping 


Tube Turns offers not only the 
most complete line of properly en- 
gineered welding fittings and flanges 
for utmost flexibility in planning 
any piping installation, but a wealth 
of technical data and able engineer- 
ing assistance without counterpart 
anywhere in the world. Standard- 
izing on TUBE-TURN piping com- 
ponents saves time and trouble. 


LIFESAVER For The 
Men Who Buy Piping 

The world’s most complete line of 
welding fittings and flanges, over 
12,000 regularly stocked TUBE- 
TURN items, permits every speci- 
fication to be met without com- 
promise or delay. A fully responsi- 
ble Tube Turns Distributor is as 
near as your telephone to give 
prompt delivery of all your needs 
from one source on a single order 
Saves time, paperwork, multiple 
checking, piecemeal deliveries and 
the inevitable problems of divided 
responsibility. You save money 
when you standardize on TUBE 
TURN piping components! 


gory 
(¢)* 

“aus 
LIFESAVER For The 
Men Who Install Piping 
Time is money in the assembly of 
a welding piping system. TUBE- 
TURN welding fittings and flanges 
do not require remanufacture or 
compromises . . . or the delays that 
result from rejections. They are 
uniform, precision-engineered for 
easy, time-saving installation. And 
you can put them in and forget them 
because they are dependable. TuBE- 
TURN piping components cost less 
because they save more in every 
way! 


TUBE-TURN Welding 
Fittings And Flanges Are 
Stocked By And Sold 
Exciusively Through 
Authorized Distributors. 
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Attendance Tops 500 
At Carolinas-Virginia Meeting 


M ORE THAN 500 purchasing 
agents and their guests attended 
the recent winter meeting of 
the Carolinas-Virginia Purchasing 
Agents Association in Pinehurst, 
N. C. 

Highlights of the two-day ses- 
sion were the address by Paisley 
Boney, president of the National 
Association of Purchasing Agents: 
presentation of the Thomas Award 


to Lawrence B. Whitehouse, Jr., 
Morton Manufacturing Co.; and 
the talk by Dr. C. T. Hardwick, 
director of Institute for Business 
Services at the University of De- 
troit. 

The subject Dr. Hardwick cov- 
ered was “The Road Ahead For 
Purchasing.” Buyers have to be 
wary, he cautioned, of the handi- 
cap of old routines and wasteful 


habits which interfere with pro- 
gressive, modern purchasing de- 
mands. 

Dr. Hardwick predicted that 
“purchasing managers as well as 
supervisors and workers will have 
to be prepared to understand the 
programming of machines, the 
reading of tapes and the working 
and controlling of automated ma- 
chine data.” 


C. C. Johnson (right), R. J. Reynolds Tobacco Co., greets new mem- 
bers of the Association at the recent Winter Meeting. They are Francis 
C. Grier, Abney Mills; George R. Buck, Duff-Norton Company; John 
A. Watkins, Triangle Hosiery Co., Inc.; and J. H. Chavis, Southern 
Bell Tel. & Tel. Co. 


Lawrence B. Whitehouse (right), Morton Manu- 
facturing Co., is shown accepting the Thomas 
Award from W. G. Thomas, first president of 
the Carolinas-Virginia Association and donor 
of the medal. 


The Carolinas-Virginia board of directors gives serious at- 
tention to an absorbing topic at its closed session during 
the recent two-day quarterly meeting in Pinehurst, N. C. 


On the way to the Friday evening banquet are (I. to r.): 
Mr. and Mrs. Paisley Boney, Mr. and Mrs. Clint Bishop, 
and Mr. and Mrs. Jack Holt. 
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For General Time Corporation 


PRODUCTION ANSWERS FALL INTO PLACE, 
SAVE $56 per 1,000 UNITS WITH SCOTCH-WELD’ 


BRAND STRUCTURAL ADHESIVES 


Before a SCOTCH-WELD Brand Structural 
Adhesive joined the assembly line, attach- 
ing tiny gear heads to mounting pins was 
a tedious and costly operation for Haydon 
Division, General Time Corporation, Tor- 
rington, Conn. High-temperature brazing 
frequently distorted gear configuration, 
warped shafts, upset metal hardness. A 
100% inspection, with rejects aplenty, 
was required to assure watch-like accu- 
racy in the final product—synchronous 
timing motors. 

A 3M Field Engineer suggested 
SCOTCH-WELD EC-1386. In production, 
bonding gears to shafts with this epoxy- 
type adhesive eliminated the distortion- 


causing heat problem, ended high rejects, 
made 100% inspection unnecessary. The 
void-filling properties of EC-1386 reduced 
tolerances required between shaft and 
gear. And best of all, savings of $56.37 per 
thousand assemblies resulted! 


Chances are your company can save 
money, speed production, simplify putting 
new designs into production by taking 
advantage of SCOTCH-WELD Structural 
Adhesives or other adhesive products de- 
veloped by dynamic 3M research. Ask 
the nearby 3M Field Engineer to show 
you how! Or write AC&S Division, 3M 
Co., Dept. SBCC-11, St. Paul 6, Minn. 

“SCOTCH-WELD” is a reg. TM of 3M Co 


ADHESIVES, COATINGS AND SEALERS DIVISION 
iianesora Maine AND Manuracturine COMPANY _y 
V 


SCOTCH-WELD EC-1386 simplifies 
bonding gear to shaft by elimina- 
ting high brazing heat that dis- 
torted the tiny parts, changed 
metal hardness. 
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tor fast 

sheet delivery 
1 the 

Midwest! 


ALUMIN 


THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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New source... 
personal service 


NOW-—get personalized service on 
custom rolled sheet from Dow’s 
modern Jackson (Michigan) plant— 
formerly a facility of the Sheet 
Aluminum Corporation, with 35 
years of sheet rolling experience. The 
plant’s experienced operating staff 
gives personal attention to all orders 
... and fast delivery in the Midwest! 

This new Dow plant produces 
aluminum coil and flat sheet, in alloys 
1100, 3003, 5005, 5050, 5052, 5357, 
5457, 5557. Typical commodity items 
are residentia! siding sheet, lamp base 
stock, weatherstrip, fin stock, and 
building sheet. 

The centralized location of this 
new aluminum source means short 
transit times to customers in the area 
shown on the map above. And quick 
in-plant order handling adds up to 
short order-to-delivery time. 

Send for it! There’s a wealth of 
information in Dow’s new Aluminum 
Mill Products data book ...important 
details on alloys, sheet sizes, and 
facilities. Write today for a copy. The 
Dow Metal Products Company, 
Midland, Michigan, Merchandising 
Dept. 1105EE1-30. 


JANUARY 30, 1961 
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Office Buyers Group 
Holds 2-Day Conference 


The Office Buyers Group of the 
National Association of Purchas- 
ing Agents recently co-sponsored 
a two-day conference in Boston. 
Theme of the conference was 
“Purchasing for the Office.” The 
Insurance Company and Bank 
Purchasing Agents Association 
collaborated with the N.A.P.A. 
group. 

Keynote speaker for the out- 
standing program was Carleton 
E. Clift, vice president of the New 
England Mutual Liability Insur- 
ance Co. He told the group that 
top management must uvdate its 
viewpoint on purchasing. Clift 
said that purchasing agents must 
help in bringing about this change. 
“To achieve recognition, the pur- 
chasing function must be based 
on three sound principles: Qual- 
ity of product, services of the 
vendor, and price of the product.” 

Robert F. Ames, U. S. Steel, 
chairman of the Office Buyers 
Group presided at the two-day 
meeting. The 125 purchasing 
agents who attended were well 
pleased with the program ar- 
ranged by Mr. Ames and his 
committee. 

Besides the keynoter, speakers 
included Edward P. Irving, Hart- 
ford Fire Insurance Co., who dis- 
cussed “Standards—Office Sup- 
plies and Furniture;” E. P. Leddy, 
Hartford Steam Boiler Inspection 
& Insurance Co., on “Open Shelf 
vs. Closed Filing;” and Erwin 
Evans, Valley Bank & Trust Co., 
who talked about “Captive Print- 
ing vs. Outside Printing.” 

Mr. Leddy stated that “open 
shelf filing has supplied the rem- 
edy to many filing problems and 
has resulted in a saving of space, 
economy in cost of equipment, 
and increased speed in reference, 
in filing, and in finding of papers. 
It saves up to 50% of floor space 
and 75% of the cost of first class 
filing cabinets.” 

Two forums were features of 
the conference. The first covered 
“Purchasing Department Forms” 
with Grant Dwyer, John Hancock 
Mutual Life Insurance Co., and 


C. W. Robar, Massachusetts Bond- 
ing & Insurance Co. 

“Handling of Small Orders” 
was the topic for the second fo- 
rum. Charles W. Bobb, Fidelity- 
Philadelphia Trust Co., told the 
purchasing agent group that “The 
cost of a purchase order often ex- 
ceeds the value of the item pur- 
chased and it has never been de- 
termined whether there is a right 
way or wrong way to handle small 
orders.” 

At the conclusion of the meet- 
ing, future plans of the Office 
Buyers Group were announced. 
The next regional conference will 
be held at Drake University, Des 
Moines, Iowa on March 8 and 9, 
1961. A program for the annual 
convention of the National Asso- 
ciation of Purchasing Agents was 
also discussed. 


Cal. Women Purchasers 
Set Dinner for Feb. 2 


Principal speaker at the Annual 
Executives Night Dinner spon- 
sored by the Women Purchasers 
Association of Southern California 
will be Ronald Reagan, host and 
program supervisor for the Gen- 
eral Electric Theater on the CBS 
Television Network. 

Adaline Axtell, Johns Manville 
Corp., is program chairman of the 
event which is to be held on 
Thursday, February 2 at Rodger 
Young Auditorium in Los Ange- 
les. 

Edith M. Kennedy, Rand Corp. 
and president of the Association, 
has extended a welcome to all 
purchasing agents, buyers, and 
other purchasing executives to 
join the women’s organization on 
this occasion. 


“Psstl” 
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To the purchasing agent 


who must decide about 
ALUMINUM CONDUIT 


How one p.a. and one hacksaw blade cut the cost 
of installing 40,000 feet of conduit 
The man who purchased this conduit knew he 
would save money—on initial cost, on handling NOW YOU CAN GET 
and installing—but, when only one hacksaw 
blade was required to install all 40,000 feet, this ALL 4 FROM ROME 
economy became real and obvious. 
Alcoa aluminum conduit cuts easier, threads 
easier, bends easier than steel conduit. 
And it weighs about 14 as much. A 10-foot 
length of Alcoa 4” aluminum conduit weighs only 
34 pounds, compared to 98 pounds for steel. 


Immediate savings. Compare first-price cost with 
that of steel conduit and you'll see how favorably 
Alcoa aluminum conduit stacks up. When you 
consider other costs—cutting, bending, thread- 
ing and installing—you’ll see why aluminum is 
now specified for more plant installations than 


ever before. | = y y tf ‘ 


Long-term economy. Once installed, Alcoa con- Aluminum wire and cable 
duit goes on saving you money. It’s corrosion- 

resistant, nontoxic, nonstaining, and keeps its 

good appearance through the years with only 

routine care. 


See for yourself. Heft a length of Alcoa conduit, 
and you'll see how important it is to consider 
aluminum for your next conduit order. Ask one 
of our representatives for a free sample .. . or 
a copy of the 12-page booklet “Alcoa Aluminum 
Electrical Rigid Conduit.” Or write to Rome 
Cable Division of Alcoa, Department 14-11, 
Rome, New York. 


Aluminum bus conductor 


ROME CABLE 
DIVISION OF ALCOA 





Aloyco Plug Gate Valve 
#66 succeeds with 
severe corrosives for 10 
straight years! 
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Shown % actual size of the half-inch valve 


WHY? A. OUTSIDE STEM THREADS are 
away from corrosive area, prevent galling. 

B. UNION BONNET provides extra strength 
and easy disassembly. 

C. O-RING made of “‘Teflon’’* provides tough, 
leak-proof seal. 

D. SEATS made of ‘‘Tefion’’* are pressure- 
tight, dependable, won't gall. Renewable. 
STAINLESS STEEL: 18-8S, 18-8SMo, Aloyco 20 


e 
FOR: Instrument lines, small lines han- 


dling viscous fluids, or where low pressure 
drop is important. 

FACTS: full-floating plug disc exerts no twist- 
ing action on the removable seat in closing. 
Aloyco Stainless Steel #66 Plug Gate Valve: 
1200 Ib. at 150 F.; 600 Ib. at 500 F. Sizes: 
Ya", U4", ¥_", Yo". Want more? Write: Alloy 
Steel Products Company, 1312 West Elizabeth 
Ave., Linden, New Jersey. °.s 
*Registered DuPont Trademark 


‘ 
* Connosivs ** 


ALLOY STEEL PRODUCTS COMPANY 
For More Facts Write No, 204 
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New England Association 
Has Talk With Salesmen 


The New England Purchasing 
Agents Association opened its 
1961 program with a topical, con- 
troversial subject: “Constructive 
Improvement in Purchasing-Sales 
Relations.” 

Two top-notch speakers, one 
from sales and one from purchas- 
ing, put the spotlight on the ways 
in which the two. professions 
can be mutually helpful. 

Glenn W. Inman, Aveo Corp., 
presented the viewpoint of pur- 
chasing, and former N.E.P.A.A. 
president Paul R. Brennan, gave 
the sales story. Mr. Brennan is 
now a steel representative in New 
England. 

A panel of members and guests 
filled out the program. William W. 
Battilana, East Coast Aviation 
Corp., moderator. Panelists 
were: L. W. King, Transitron 
Electronic Corp.; George Done- 
lan, A. E. Staley Mfg. Co.; Philip 
Polansky, Eagle Shoe Mfg. Co.; 


was 


and Ira J. Habeshian, The La- 
Pointe Machine Tool Co. 

At the afternoon forum, the 
professional development commit- 
tee presented a program on “Au- 
diting the Purchasing Depart- 
ment.” Alvin H. Carley, Lybrand, 
Ross Brothers and Montgomery, 
interpreted the significance and 
proper use of purchasing depart- 
ment audits. 


Jersey Municipal P.A.’s 
Elect New Officers 


The North Jersey Government- 
al Purchasing Agents Association 
elected a new slate of officers at 
its quarterly meeting recently. 

Those elected were: Thomas 
Fenton, administrative officer, 
Clifton, president; John Jackson, 
purchasing agent, East Orange, 
vice president; and Geraldine 
Winston, assistant purchasing 
agent, Englewood, secretary-treas- 
urer. 

The outgoing president, Richard 
A. Quigley, purchasing agent, 
Nutley, was presented with an 
engraved gavel. 





TRS Tad SAFETY CANS 


s 
REALLY SAFE ® 


CONSTRUCTION @ 


~ 


Only Justrite Safety Cans 

. the standard of indus- 
try ... have all these 
“strong” points that in- 
crease service and satisfac- 
tion: Malleable iron spout— 
a Justrite exclusive... 
double seams folded and 
locked—(see illustration 
above) .. . bodies ribbed 
for extra strength—on side, 
on top, on bottom .. . full 
15-pound lead coating on 24 
gauge sheet steel. Even if a 


JUSTRITE 


MANUFACTURING COMPANY 


better because they're stronger! 


\ 
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Justrite Safety Can is com- 
pletely enveloped in flames, 
the seams remain tight until 
fire evaporates the con- 
tents. And, the Justrite 
3-way operating handle 
which pulls back for pour- 
ing is a real “back-saver.” 
Write today for name of 
nearest distributor and 
illustrated descriptive cata- 
log. Justrite ... the 
world’s standard of safety 
since 1906. 


2061 N. Southport Ave 


Chicago 14, Illinois 
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KEYSTONE WIRE 


for vital parts of | 
BISSEll Sweepers 


Bissell Inc., world’s largest manu- 
facturer of carpet sweepers, with a 
global reputation for quality, specifies 
. | Keystone Wire for the vital parts of 

. LN 7 et a their Bissell Carpet Sweepers. 
Sa In this popular model, the axle rods 
are made of Keystone Silver Brite Gal- 
vanized Wire; the sturdy brush bristles 
are archored in a solid wood roller 
with staples made from Liquor Finish 
Stapling Wire. Keystone high carbon 
Spring Wire is specified to absorb the 
flexing action of the wheels. 

Walter Bradcoski, Senior Buyer, says, 
“Keystone Wire has always met our 
requirements exactly and is used in all 
our sweepers.” 

Keystone Wire Specialists have de- 
veloped wire with correct thermal treat- 
ment, chemical analysis, surface and 
uniformity for Bissell Sweepers. These 
metallurgical engineers who know wire 
thoroughly, are always ready to offer 
you their experience to help you mod- 
ernize your wire needs. They will rec- 
ommend the wires best suited for your 
requirements. Call them soon...it could 
be a profitable contact! 


Keystone Steel & Wire Company, Peoria, Illinois 


Sweeper rotary brush is made with 
Keystone Brush Twisting Quality Wire. 


KEYS TONRN E WIRE FOR I 


Use postpaid card. Circle No. 308 


N OvuS TRY 


MANUFACTURED AT PEORIA, ILLINOIS, U.S.A. 





“ SWENCH 


LOOSENS TOUGH NUTS 


WHEEL LUGS on buses and 
trucks usually require the “beef” 
and skinned knuckles of two men 
to loosen. SWENCH does the job 
faster at less cost. 


FROZEN HEX NUT on this mold- 
ing machine caused 36 hours 
down time when removed by or- 
dinary methods. Just 7 SWENCH 
impacts moved this tough baby. 


RAILROAD HOPPER DOORS 
easily rust shut. Often it takes a 
4-man crew a full day to loosen 
them. One man and a SWENCH 
does the job in just 7 or 8impacts. 


THAT EVEN POWER 
TOOLS CAN’T BUDGE 


Discard that old-fashioned sledge. Put your 
torch away. Think before you buy another 
power wrench. Here’s a manual wrench that 
delivers more effective torque than any other 
tool its size. 


HOW ? 

Power wrenches deliver their torque as 
many tap-like blows. Ordinary hand 
wrenches apply a steady torque. Swench, 
on the other hand, builds up power in its 
super-strong spring for a mighty wallop, 
which is released as torsional impact every 
time the handle is advanced slightly more 
than 30 degrees. Swench multiplies torque 
applied to the handle more than 15 times. 

Now one man can ‘‘Swench off’’—in 
minutes—nuts that used to take a full crew 
a working day to burn or sledge off. 

Swench is completely portable. No power 
connections needed. No auxiliary equip- 
ment to man and maintain. You save on 
man-hours. You save on maintenance. You 
save on initial cost. (Swench costs much less 
than a power impact wrench.) 

You don’t believe it? One demonstration 
will convince you. Line up your toughest 
job and give your Industrial Distributor a 
call. If Swench can’t do it, no tool can. 


Don’t wrench it—SWENCH /T!/ 


CURTISS @ WRIGHT 


MARQUETTE DIVISION 


1145 Galewood Drive, Cleveland 10, Ohio 
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$500 Award Offered 
In Metal Part Contest 


Purchasing agents are eligible 
to participate in the second an- 
nual competition for the Non- 
ferrous Metal Power Part of the 
Year. 

The winner of the competition, 
sponsored by New Jersey Zinc 
Company, will receive a $500 
award. Two awards will be given, 
one to a product manufacturer 
and one to a fabricator. 

A winning part must be a prod- 
uct, assembly, or component made 
of brass, nickel silver, or a pre- 
alloyed bronze powder. Criteria 
used by the independent judges 
are originality of application, 
uniqueness of design, production 
economy achievements, and best 
utilization of metal powder prop- 
erties and fabricating techniques. 

Winning entries will be featured 
in national advertising in indus- 
trial magazines. Contest closes on 
February 28th. 

Complete information and entry 
blanks are available from New 
Jersey Zinc Company, 160 Front 
St., New York 38, N. Y. 


1960 Exports Rise 
While Imports Decline 


Total nonmilitary exports in 
1960 were $19.5 billion, estimates 
Bradley Fisk, Assistant Secretary 
for International Affairs of the 
Department of Commerce. | 

This marks an increase of $3.2 
billion over exports in the pre- 
vious year. It also equals the ex- 
port figure set in 1957. 

Imports last year, says Fisk, 
amounted to around $14.9 billion. 
In 1959, general imports were 
$15.2 billion. 

“As a result of the divergent 
trends of exports and imports dur- 
ing 1960,” he says, “our nonmili- 
tary merchandise export surplus, 
which was narrowed to about $1 
billion in 1959, (approaches) $5 
billion.” 

Fisk notes that the share of 
the United States in the total ex- 
port market abroad was probably 
around 20%. “This percentage 
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represents considerable improve- 
ment over the 19% share obtained 
in 1959,” he adds, “but remains 
below the 21%-22% range pre- 
vailing in several earlier years of 
the 1950’s.” 

The Commerce Department offi- 
cial says that “Western Europe 
and Japan, where boom condi- 
tions have prevailed, offered the 
best market for U. S. sales abroad 
in 1960. In Europe, as well as in 
Australia, New Zealand, and va- 
rious other countries, liberaliza- 
tion of import restrictions facil- 
itated expanding sales of dollar 
goods.” 

Fisk says that “nonagricultural 
shipments rose 20% to around 
$14.8 billion. The largest gains 
were in industrial materials, espe- 
cially metals.” Other industrial 
materials whose exports increased 
were chemicals, synthetic rubber, 
synthetic fibers, and wood pulp. 

Largest import decline was 
for semi-manufactured steel-mill 
products. 


Coal Production in ’60 
Same as Previous Year 


Bituminous coal production last 
year was around 412 million tons 
—just about the same amount as 
1959, says Standard & Poor’s. 

Consumption of soft coal in the 
ten months through October 1960 
was around 6% ahead of the 
strike-disrupted 1959 level. Steel 
mill usage was. considerably 
heavier in 1960. 

Electric power plants also boost- 
ed their consumption of bitumin- 
ous coal during the year. How- 
ever, usage by retail stores and 
cement mills declined in 1960. 


“Thank goodness you remembered to 
mail my letter—there’s nothing in your 
pockets but this purchase order.” 


January 30, 1961 





design for high energy and magnetic permanence 


with Stackpole (_cza macwer ceramic magnets 


CERAMAGNET® PERMANENT MAGNETS give the designer 


truly permanent magnetic energy that’s low in cost and in a shape 
best suited to the function .. . 


in mechanical/holding applications as latches, seals, couplings 
in electrical/mechanical applications as magnetic drives, rotors, relays 
in electronic/polarizing applications as magnetic focussing devices, ion traps 


in other applications as arc snuffers, temperature-sensitive devices 


Stackpole Ceramagnet ceramic permanent magnets produce excep- 
tionally high coercive force. Their magnetism is permanently retained 
even in the presence of strong opposing fields, or when used without 
keepers or other short-circuit conditions. Other advantages include 
electrical resistivity approaching infinity, negligible eddy current 
losses, use of non-critical materials, ability to be molded into any 
shape or size. 
Since the design and economic advantages of 
using Ceramagnet permanent magnets vary with 
the application, you'll want to make a thorough 
evaluation of this new magnetic material. For 
facts and figures, write for Bulletin RC-11A or 
call your local Stackpole Field Service Engineer. 


STACKPOLE CARBON COMPANY, St. Marys, Pa. 
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Now BYERS wears three hats 
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PuRCHASING 








...single source 
for 3 important piping materials: 


BYERS WROUGHT IRON, 
PVC, STEEL PIPE 


Addition of steel pipe to our tubular product 
line gives purchasing agents these advantages: 
Money Saving—combining steel and wrought 
iron pipe in one carload; one purchase order; 
one invoice; one shipment handling; lower 
shipping charges. 


Delivery—large inventory enables us to meet 
the most demanding delivery dates. 


* * * 


From our vast technical library on piping 
material we know that: 


Wrought Iron Pipe—is a proven material in 


such services as brine lines, heating and 
drainage systems, to mention just a few. 


PVC (polyvinyl chloride) Pipe—is used in 
areas where acids and alkalies are deadly on 
metal pipe, also where electrolysis causes 
early metal failures. 


Steel Pipe—is the workhorse of the piping 
field and used in services where initial econ- 
omy is a major consideration. 


Additional details on one or all three piping 
products can be obtained by writing or phon- 
ing A. M. Byers Company, Clark Building, 


Pittsburgh 22, Pennsylvania. 


...and the plus factor is BYERS 97 years of piping experience 


PIPING PRODUCTS: Wrought Iron « PVC « Steel 
ROLLED PRODUCTS: Plates, Billets and Bars « 


eum Vought |ron « Stainless and Alloy Steel 


JANUARY 30, 1961 
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Purchasing Peopie 





Warren J. Matthews, formerly 
assistant director of purchases for 
Falstaff Brewing Corporation, St. 
Louis, Mo. has been named direc- 
tor of purchasing. Mr. Matthews 
succeds Curt F. Demmrich, who 


was appointed to the newly-cre- 


W. J. Matthews Cc. F. Demmrich 


ated position of vice-president, 
special purchases. In his new ca- 
pacity, Mr. Demmrich will han- 
dle all grain buying as well as 
a number of special items for the 
multi-plant brewing firm. Mr. 
Matthews will establish purchas- 
ing policies and direct all other 
purchasing activities. 


Ernest L. Anderson, Jr., has 
been appointed director of pur- 
chasing for The Carborundum 
Company, Niagara Falls, N. Y. 
He was formely director of pur- 
chases of Browne and Sharpe 
Manufacturing Company, Provi- 
dence, R. I. Mr. Anderson has 
a B.S. degree in business adminis- 
tration from Bryant College. He 
taught courses in purchasing and 
inventory contro] at the college. 
William F. Burk, Jr., will con- 
tinue as manager of Carborund- 
um’s Purchasing Branch. 


William R. Randle has been 
named purchasing manager of 
Rayon Corporation, 
Cleveland, Ohio. He succeeds 
George F. Courson who has re- 
tired. Mr. Randle has served as 
purchasing manager 
since 1945. He joined the company 
in 1934 as a member of the pro- 
duction planning division. He has 
a degree in business administra- 
tion from the University of St. 


Louis. 


Industrial 


assistant 





GOOD 
TIP-- 


FOR CUTTING 


SPOT-WELDING COSTS! 


AMPCO-WELD® spot-welding tips are made of 
durable Ampco alloys with high electrical con- 
ductivity. They operate cooler — don’t stick to the 
work. Resist mushrooming and wear. Need fewer 
dressings. Exceed RW AA minimum specifications. 
Ampco-Weld distributors have standard types in 


stock, 


Write for catalog, price list, 
and name of your distributor. 


AMPCO METAL, INC. 


Department 377A + Milwaukee 1, Wisconsin 
WEST COAST DIV.: Huntington Park, California 


SOUTHWEST DIV.: Garland (Dallas County), Texas 
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Webster Electric Company, Ra- 
cine, Wisc. has named Vincent H. 
Gauchel vice president in charge 


Vincent H. Gauchel 


of purchasing. He succeeds Paul 
A. Karll who has retired. 


Glenn A. Wilson has been ap- 
pointed vice president-purchases 
and special projects for Firth 
Sterling Inc., Pittsburgh, Pa. Pre- 
vious to the present appointment, 
Mr. Wilson was director of pur- 
chases and special projects. He 
joined the company ten years ago 
and has served in a number of 
management positions. He con- 
tinues as vice president and gen- 
eral manager of Strategic Metals 
Corporation, and as vice presi- 
dent and director of Borolite Cor- 
poration, These firms are Firth 
Sterling subsidiaries. 


Malcolm F. Hurd has been 
named buyer for Strong Cobb 
Arner of Canada, Ltd., Fort Erie, 
Ontario. In his new capacity, Mr. 
Hurd will handle all purchasing 
formerly handled by the com- 
pany’s Buffalo purchasing office. 
He previously served in produc- 
tion, planning and purchasing 
posts at Chempac, Ltd., Toronto. 
Prior to that he was employed at 
Gryphon Laboratories, Toronto, 


J. D. Kennedy has been made 
purchasing agent for Visking 
Company, Chicago, Ill. He suc- 
ceeds A. H. Krueger who will 
continue with the company in a 
consulting capacity. 


PURCHASING 





Wales STRIPPIT’s new “BN” units have been 
designed for use with or without a guide button. 
Now, with this exclusive feature, only a punch and 
die (round or shaped) are mer sag when you change 


from one hole size to another. For special appli- 
cations and for optimum hole quality, the option 


of using a fitted or closed guide is still available. 


NEW STRIPPIT BN’ SERIES 


is latest addition 

to the complete line 
of self-contained hole 
punching units 

















Only STRIPPIT’s “BN* units offer all these features: 


@ Use of fitted or closed guide @ New die section design permits @ New stripping guide slips out 
button optional. easy removal and rotation of die quickly and easily without taking 

@ All holders keyed for both round without removing holder from set-up off retainer clip. 
or shaped punches and dies. and retains the advantages and re ee ial 

@ Self-storing keys supplied witle strength of one-piece construction. ° ae rardened too 
each holder. ~ @ New threaded gage rod positions SIRES PRESEN. 

@ Streamlined holder permits work more accurately and positively, @ Series expanded to include 
»unching closer to leg of formed @ All units, including 4” unit, have maximum hole size of 34” in 
langes and angles. hold-down slots for easier mounting. 10 gauge material. 


wates STRIPP IT inc. ssieaii 


0, Sho” 
229 Buell Road ¢ Akron, New York “Srpie> 
In Canada: Strippit Tool @ Machine Company, Brampton, Ontario 
In Continental Europe: Raskin S. A., Lausanne, Switzerland In the British Isles: E. H. Jones (Machine Tools) Ltd., Hove, Sussex, England 
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HUBBELL FASTENERS PASS INSPECTION 


at 7 QUALITY CONTROL STATIONS 


When a shipment of Hubbell fasteners leaves our Hubbell 
plant, everything humanly possible has been done to make 
those fasteners perfect in every respect. Here are the seven 
quality control stations that make every Hubbell fastener 
a finished precision product. 


1. Raw materials inspected, dimensions 
checked, alloys tested. 


Thread rolling operation precision 

checked for accuracy and fasteners 

chemically cleaned. 

2. Cald heading of blanks tested for 
material, quality and size accuracy. 
Blanks are tumbled to remove burrs 


and ch H lly el a 


Secondary operations checked for 
dimensional accuracy and workman- 
ship. Again chemically cleaned. 





Plating operations checked to in- 
After slotting, blanks are inspected 


for quality of cut and depth and 
width of slot; also for dimensional 
accuracy. Fasteners are again tum- 
bled to remove slotting burrs and 
chemically cleaned. 


sure compliance with required 
specifications. 


Orders inspected for quality and 
cleanliness prior to shipment to be 
sure no foreign matter is included 
that might jam automatic feeds. 
Sturdy, weatherproof containers 
sealed for shipment. 


This quality can be your greatest production economy. For 
standards or specials, call Bridgeport, EDison 3-1181. 


FASTENERS 


Recent Decisions In 


Purchasing Law 


(Continued from page 65) 


that right. Such rights, the fed- 
eral court said, must be exercised 
in good faith and may not be 
used to lessen competition or cre- 
ate a monopoly. 

“One who has a lawfully ac- 
quired monopoly may not use 
such power to beget further mo- 
nopolies nor to extend his own 
monopoly through unreasonable 
restraint of trade. Such practices 
are prohibited by the antitrust 
laws. 

“It is not necessary to show a 
specific intent to monopolize or 
unreasonably restrain the trading 
in commerce of light weight con- 
crete blocks nor is it necessary to 
show an express agreement be- 
tween these two manufacturers 
in order to establish a conspiracy. 

“It is enough that a concert of 
action is contemplated and that 
these manufacturers conform to 
that arrangement and if unrea- 
sonable restraint of trade or mo- 
nopoly results as a consequence 
of the arrangements, an unlawful 
intent to do so may be inferred.” 
Fred Johnson Cement Block Co. 
v. Waylite Company, 182 F.S. 914, 
Minnesota, April 18, 1960 


‘Notice of Claim’ Law 
Means What It Says 


Upon ARRIVING at Houston, 
Texas, a cargo consisting of 177 
pieces of Belgian steel casing was 
discharged directly into railway 
gondola cars. The railroad issued 
a straight bill of lading to the 
consignee acknowledging receipt 
of the shipment in good order 
with the agreement to transport 
it from shipside to Long Drive 
Team Track at Houston. 

When the cars arrived at this 
destination the consignee in- 
spected the steel casing before 
unloading and discovered that 
115 of the 177 pieces were badly 
damaged. 


The consignee sued the ocean 
carrier who used as defense this 
provision of the United States 
Cargo of Goods by Sea Act: “Un- 
less notice of loss or damage and 

(Please turn to page 110) 


HARVEY HUBBELL, INCORPORATED 
Machine Screw Department, Bridgeport 2, Connecticut 


See the Hubbell Fastener Catalog in Sweet's Product Design File 7/Hu. 
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CFal’s new Spring Design and Development de- 
partment is fully equipped to service your most 
urgent spring requirements On a priority basis. 

You send us a blueprint, sketch or rough sample 
of the spring that you need (giving complete infor- 
mation as to how the part will function), and CFal 
engineers will design and produce several prototypes 
for you. 

CFal’s production line also manufactures a vast 
variety of Wickwire Springs and Formed Wires in 
thousands of shapes, sizes, and 
from many different materials. 

So, whenever you need either a __ 

standard or a specially designed Cra 
SPRINGS 

spring, call a local CFal sales 

Office or write to: Sales and 

Engineering, P.O. Box 551, 

Palmer, Mass. 


encn 


The Colorado Fuel and Iron Corporation 
Denver + Oakland + New York 
Sales Offices in All Key Cities 


MADE IN U.S.A. 
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SAVED ON RUBBER MOLDS & DIES 


specifying 
Atlantic India... 
really adds up! 


Yes, Atlantic’s collection of rubber molds and dies often 

supplies just the one you need. You save the expense of 

making new molds and dies, and at the same time deal 

with one of the oldest and most reliable manufacturers 
of rubber products. 

Your special problems are in 
good hands at Atlantic India, too! 
Our engineers and laboratory 
technicians are well qualified to 
help you develop special com- 
pounds, molds, and manufactur- 
ing economies for your long pro- 
duction runs. 

Join our mailing list. \f you or 
others in your company would 
like to receive our literature or 
catalog 52, write today. 


Atlantic India Rubber Wks., Inc. 


f\ 1) NI 
Producers of the Se . N line of Rubber Products 


573 West Polk St., Chicago 7, Illinois 
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Recent Decisions In 


Purchasing Law 
(Continued from page 108) 


the general nature of such loss 
or damage be given in writing to 
the carrier or his agent at the 
port of discharge before or at 
the time of the removal of the 
goods into the custody of the per- 
son entitled to delivery thereof 
under the contract of carriage, 
such removal shall be prima facie 
evidence of the delivery by the 
carrier of the goods as described 
in the bill of lading. If the loss or 
damage is not apparent the notice 
must be given within three days 
of the delivery.” 

The Texas court sustained a 
judgment in favor of the ship- 
carrier and absolved it from li- 
ability by virtue of this statute. 

“In this case,” the court said, 
“the consignee failed to give writ- 
ten notice of the damage to the 
shipment in question to ship-car- 
rier or its agent at the port of 
discharge before or at time of the 
removal of the goods into the 
custody of the railroad and in- 


deed, did not give the required 
notice until approximately six 
days after the shipment had been 
delivered by the ship-carrier. 

“We find no provision in the 
act which requires an ocean car- 
rier to prove in defense of a claim 
for cargo damage that it provided 
reasonable facilities to the re- 
ceiver of the goods for inspecting 
and tallying the shipment. 


He Missed the Boat 


“The consignee could have had 
its agent at shipside when the 
cargo was being unloaded and at 
such time made an inspection of 
the shipment of steel casing when 
or immediately after it was placed 
in the gondola cars and then have 
given notice as required by the 
act. 

“Upon its failure to do so the 
removal of the shipment consti- 
tuted prima facie evidence of the 
delivery by the ship-carrier of 
the goods as described in the bill 
of lading.” 

Rhinetubes, Inc. v. Norddeutscher 
Lloyd, 335 S. W. 2d 269, Texas, 
April 14, 1960 


Patent Suits Do Not Violate 
Anti-trust Laws 


W uen SUED for patent in- 
fringement by a valve manufac- 
turer the defense claimed that 
the action was in violation of 
the Sherman antitrust act. 

In disposing of this defense the 
Federal District Court in Texas 
denied that defending a patent 
represents an attempt to monop- 
olize a market. 

“The act of bringing and main- 
taining a suit for infringement of 
a patent cannot, standing alone, 
be a violation of the Sherman 
Act,” the court said. “A contrary 
holding would make a serious in- 
road on the integrity of the patent 
system, as it would discourage 
patentees from resorting to the 
courts to have their controversies 
determined.” 

Cameron Iron Works, Inc., v. Ed- 
ward Valves, Inc., U. S. Dist. 
Court, Texas, July 30, 1959. 
(C.C.H.) 1959 Trade Cases 
75,928 

& END 





motors like these 
help your product 


STAY AHEAD 


of competition.--- 


Lamb® three-stage gearmotor in- 
corporates special brackets, re- 
versing switch and connecting cord 
for pipe threader. Frame 4% * 2% 


Lamb® four-pole split 
phase motor with re- 
silient cradle base for s 
business machines. 
Frame 442 x2% 


Lamb Electric works in so many fields—where motors that have vastly 
different jobs to do are sold to vastly different markets—that experience 
gained in one field often helps solve problems in other fields. 

For example, we are able to incorporate in motors for appliances, port- 
able electric tools, and similar products, developments that came about 
in research and engineering work on military and other precision motors. 

This broad experience—available to all of our customers—is one way 


in which Lamb Electric special application motors can help your product 


stay ahead of competition. 


Let us demonstrate the value of this experience in bringing to your cus- 
tomers improved products and to you more business and better profits. 


Lamb® 110 Volt OC 
servo motor designed 
with maximum 4orque- 
to-inertia ratio for 
tape reel driveon 
computers. frame 
54% x6 


Lamb® custom- 
built motorand 


fan assembly for 


“mnt Electric 


SPECIAL APPLICATION fal TORS 
FRACTIONAL HORSEPOWER 


THE LAMB ELECTRIC COMPANY . 


KENT, OHIO 


A Division of American Machine and Metals, Inc. 
in Canada: Lamb Electric—Division of Sangamo Company Ltd.—Leaside, Ont. 
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upright domestic 
vacuum cleaners 


Write for your copy... 
8-page folder 

describes these and 

other Lamb Electric motors. 


PURCHASING 





GAY ITL_ORD delivers on time 
in every packaging zone 


Gaylord’s nationwide network of converting plants assures 
you of on-time delivery, wherever you are. Never too much, 
too soon. Never too little, too late. Always prompt 

delivery of the precise quantity to keep your packaging line 
running like clockwork. 


Get the timely facts from your nearby Gaylord Man. 
He's punctual, too. 





GE CROWN ZELLERBACH CORPORATION Scere 


GAYLORD CONTAINER DIVISION 


QUARTERS. ST LOUIS 
PLANTS COAST TO COAST 
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This mark 
means Glass, 
engineered by 


Lancaster 


“ Esterbrook created the modern desk -with rigid qual 


set. Lancaster engineered th ond ty n The process included 
some glass base. This flawless 


sc lor to achieve the 
ponent wos molded and decorated € btle t y of a precious stone 


Plan on beautiful, practical glass components for 
your next product—custom-designed by Lancaster. 
Consult Lancaster in the planning phase for expert 
engineering assistance. And rely on Lancaster for 
mass production and dependable delivery. Have a 
product on the board now? Send for quotations. 


LANCASTER GLASS CORPORATION, CASTER 4, OHIO 


Copyright 1961—Lancaster Glass ante Lancaster, Ohio 


For More Facts Write No. 217 on Information Card—Page 32 





Solving the Multi-Plant 


Purchasing Problem 
(Continued from page 56) 

IMC raw materials into packaged 

fertilizers. Usually, the owner- 

manager of these companies must 

handle all the conventional man- 

agement functions. 

To help introduce modern meth- 
ods into customer plants, IMC 
conducts seminars on_ various 
management phases. The program 
builds good will for IMC—and it 
also contributes to the success of 
customer plants which increases 
the chance that they will become 
bigger buyers of IMC materials. 

In making his presentation at 
the IMC customer seminars, Tee- 
ple stresses the vital role of pur- 
chasing in the management of a 
company. He points out that if 
a company made $20,000 in prof- 
its and spends $600,000 on pur- 
chases, a mere two percent re- 
duction in the cost of these mate- 
rials would boost profits to $32,- 
0098. 


Use Modern Methods 


Teeple then goes on to describe 
how a modest cost reduction like 
this could be achieved through 
use of value analysis, contract 
buying, and other modern pur- 
chasing techniques. 

To dramatize his talk he puts 
on a skit showing how a company 
might go about buying a piece of 
equipment. The purchasing pre- 
sentation ends with Teeple promis- 
ing to send everyone attending a 
purchasing manual designed for 
customer use. 

The comprehensive manual in- 
cludes chapters on: Purchasing 
Practices, Purchasing Administra- 
tion, Selecting Suppliers, Buying 
Plant Equipment, Forms and Re- 
cord Keeping, and Related Func- 
tions. 

By taking part in the seminars, 
IMC purchasing shows its willing- 
ness to coordinate its efforts with 
those of other departments. Pur- 
chasing also participates in sales 
training programs at which it pre- 
sents a skit dramatizing proper 
and improper approaches to a 
purchasing agent. 

This is just one more way that 
IMC purchasing is making a vital 
contribution to the overall success 
of the company. > END 


PURCHASING 





RBaW survey seeks out ways to economize 


with cold formed special parts 
as well as with standard fasteners 


Standard fasteners and many cold 
formed parts are closely related. 
They’re offspring of the same ma- 
chine. When called in to survey fas- 
tener usage, therefore, the RB&W 
Man can also ferret out those spe- 
cial parts which could be produced 
faster and for less money on RB&W’s 
cold headers or nut forniers. 

The hand-held part above, for ex- 
ample, is a car trunk hinge spacer. 
Its cost was cut 50% when RB&W 
cold-formers took on the job of 
pounding them out at high speed, 
smoothly finished, and ready for 
installation. 

By buying such parts, instead of 
making them, you save in one or 
more ways, (1) There’s less machin- 


ing time—or none at all. (2) Assem- 
blies of several small pieces can be 
made as a unit—reducing assembly 
3) When shape of piece is 
such that you would have to machine 
excessively from relatively large 
diameter rod, you avoid heavy scrap 
loss. Sometimes cold forming be- 
comes the only way to economically 
produce a piece—as for example, 
the eccentric cam shown above. 

To get the most from your dollar 
in standard fasteners or specials, 
find out what the RB&W Fastener 
Specialist can do in cooperation with 
your engineers. Or write about your 
requirements in special parts direct- 
ly to Russell, Burdsall & Ward Bolt 
and NutCompany Port Chester, N.Y. 


costs. 


/ 
B-W 


116th year 


Plants at: Port Chester, N. Y raop 
Falls, I!l.; Los Angeles, Calif. Sales office and ware- 
house at: Son Francisco f. Sales offices at: 
Ardmore (Phila.), Pa.; Pitt h; Detroit; Chicago; 
Dallas. Sales agents at: Cleveland; N 
Orleans; Denver; Fargo. Distributors coast to coast. 


lis, Pa.; Rock 


Milwaukee; New 
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Employment Service 





Experience: Fourteen years purchasing 
and engineering background; Ten years 
—major industry—mechanical  con- 
struction, maintenance and service pip- 
ing—office and field work. Three years 
with engineers, designers and erectors: 
Assistant P.A.—purchasing valves, pipe 
fittings, steel for major contracts. Fa- 
miliar with various equipment used in 
plants. 

Education: College degree 1946—techni- 
cal major. 

Will relocate. Preferably 
Rochester N.Y. area. 

Write: Box 346 


Buffalo- 


Experience: Purchasing executive—ex- 
tensive experience corporate admin- 
istration and purchasing. Value analy- 
sis central control, standard operating 
procedures, staff selection and develop- 
ment, equipment specification and se- 
lection. Proven cost reduction and in- 
ventory control. Real estate and insur- 
ance, excellent inter-departmental co- 
ordination. Director of local purchas- 
ing agents association. 

Education: New York University Grad- 
uate School of Business, MBA. 

Write: Box 344. 


Experience: Analyst in purchasing 
stores data processing field. Experience 
in inventory control, material expedit- 
ing and accounting services with a 
major oil company. All basic purchas- 
ing functions with main efforts on co- 
ordinating data processing techniques 
in purchasing. Age: 30. 

Education: BA in bus. adm., 1952—MBA 
in general business, 1961—IBM pro- 
gramming and operation schools 650, 
7070 and 1401. 

Will relocate: Northeast or Mid-Atlan- 
tic area. 


Write: Box 343 


Experience: 1953-57—architectural til- 
ing—buyer. 1957-58 Hess Inc.—Asst. 
P.A. 1958—NY-NB Express Co., Inc— 
P.A. Experienced in buying for MRO 
items, refinery construction, ships and 
marine items, food, clothing, stationery, 
printing, tractors, trucks, trailers, major 
and component parts. Administrative 
ability. 

Education: Rutgers University—(eve- 
nings) bus. adm.—1956—Course in— 
principles and fundamentals of pur- 
chasing. Also course in report and let- 
ter writing. 

Write: Box 347 
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PURCHASING AGENT 

Challenging opportunity 
with expanding electronics 
firm for person to work as as- 
sistant to purchasing director. 
Heavy experience in buying, 
handling administrative du- 
ties, value analysis and cost 
reduction techniques in elec- 
tronics industry essential. De- 
gree in electrical engineering 
desirable but not essential. 

Firm is located in the cen- 
tral part of the San Francisco 
Peninsula. Position offers a 
liberal salary together with 
many personal and family 
benefits including profit shar- 
ing. 

Write giving full details in- 
cluding salary expected to Box 
120. All replies held in strict 
confidence. 











Experience: Production stores super- 
visor of canning factory for one year. 
Production—purchase manager in can- 
ning—con‘ectionery factory for two 
years. Employed, for the last three 
years with Johnson & Johnson of In- 
dia Prvt. Ltd., as purchase executive. 
Duties entail local purchase and pur- 
chase from foreign markets of ma- 
chinery, raw materials, spares—hard- 
ware items. Also complete handling of 
import—customs clearance. 
Education: BS with Chemistry & 
Microbiology. Research training in 
antibiotics at thé Haffkine Inst., Bom- 
bay. Post graduate training in food 
technology at the University of Massa- 
chusetts, Amherst, Mass. 

Will relocate. 

Write: Box 348 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the ap- 
plicant’s form or the employ- 
er’s form. Address all corre- 
spondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 











Experience: Thirty years with manu- 
facturer of rubber products. Purchased 
all types of polymers & rubber chemi- 
cals; related items such as supplies, 
machinery & repair parts. Also in 
charge of inventory control, supply 
store, receiving and traffic. Bought 
metal stampings, plus steel, etc. from 
mills. 

Will relocate. 

Write: Box 345 


Experience: Director of purchasing 
seeks challenging position with pro- 
gressive company, where purchasing 
is an important part of management. 
Offers twenty years exceptional ex- 
perience in chemicals, paper and tex- 
tiles, most of which were directing 
purchasing activities with national cor- 
porations. Best re‘erences, now em- 
ployed. 
Education: Bus. 
Business School. 
Will reiocate. 
Write: Box 349 


adm. and Harvard 


Experience: Five years in all phases of 
industrial purchasing. Have handled 
expediting, inventory control and the 
purchase of the following—MRO items, 
office equipment and supplies, fasten- 
ers, labels, decals, carbon and stain- 
less steels, industrial wire and miscel- 
laneous production parts. 

Education: One and one half years col- 
lege of bus. adm. 

Will relocate. 

Write: Box 350 


Experience: Two years as P.A. for mul- 
ti-plant operation of mechanical-metal 
working corporation. Supervised pur- 
chase of $18,000,000 yearly in steel and 
aluminum. One year as _ purchasing 
agent in microwave electronics. Set up 
purchasing, material control, produc- 
tion control, stores, shipping-receiv- 
ing and supervised their operations. 
Four years senior buyer in electro- 
mechanical-electronic organization with 
very wide variety of purchased items. 
Three years as buyer for J47 Jet engine 
contract. Currently employed with 
company that is to be sold. Desire op- 
portunity to progress in executive 
management. 

Education: BS degree — production 
management plus summer school in in- 
dustrial purchasing courses. 

Will relocate. 

Write: Box 352 


For More Facts About Ad 
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Millions of kitchens in corrugated 


America’s fifty million homes use appliances by the 
kitchenful. Millions of toasters, coffee makers, ranges, 











washers and other wifesavers are shipped in boxes West Virginia 
by Hinde & Dauch Division. Leading appliance Pulp and Paper 
manufacturers know they can count on H&D for  inge & Dauch Division 


money-saving corrugated containers in volume. 17 Plants © 42 Sales Offices + Sandusky, Ohio 
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The Gnu 
who Gnew 
it all 


A n far-off {frica, there once 
CO 
lived a gnu named Hugh. 
In most respects he was a good gnu 
—and there's no gnus like good gnus. 
But one day Hugh went to Uncle Gnuton, the leader of the herd. “Say, unc.” said Hugh. 
“we been eating out here on the veldt all these years. How about 
we try the jungle for a change? I hear they got mighty tasty tidbits in there.” 
_ My boy,” replied the wise old bull, “there are 
better ways to direct your spirit of adventure. 
There's danger in the jungle. Take my word for it. 
gnus are better off out here on the plains.” 
Hugh was not convinced. That evening he stole 
away to the jungle, and was soon gorging himself 
on tender shoots. “Hah,” he thought, as he 
chomped greedily, “‘before they wise up 
I'll have the lion’s share.” 


He was wrong. A few moments later he was the lion’s share. 


Whether your seeds be tender shoots or steel, your 
safest, most reliable suppliers are right here at home. 
temember, no one knows the needs of American steel 
buyers better than American steel makers. To serve you, 
and serve you well, is our primary concern—not just 
today and tomorrow—but year after year. 

Isn’t it reassuring to know the steel you buy is made 


ngth 


by old and proven friends? It’s steel of certified analysis, 
meeting appropriate specifications. You can rely on 
Bethlehem Steel for a wide range of standard and 
specialty products. And remember, our engineers are 
on call to help you solve your steel-working problems. 

Isn’t it time to place an order for your next steel re- 


oeTHUEHE 4 


quirement with Bethlehem? 


* oS ae 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Economy 


Versatility 
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TECHNICAL HELE... 


the hard way... or CDE' style! 


Thumbing through volumes of technical literature may help you come 
up with a solution to your laminated plastics problem. But the 
easier, surer way is to call a CDF sales engineer. Through him, 
you get the technical service that assures an authoritative and 
practical approach in selecting the materials best suited to your 
application. You'll find CDF technical experience covers the 
industry’s widest, most up-to-date selection of laminated plastics, 
vulcanized fibre, molded plastics, mica products, and flexible insulation. 


CONTINENTAL-DIAMOND FIBRE 


4 


CONTINENTAL - DIAMOND FIBRE CORPORATION, NEWARK, DELAWARE © A SUBSIDIARY OF THE —fPepahd- COMPANY 
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ONLY SQUARE D STARTERS 
With ONE-PIECE 
OVERLOAD RELAY 
GIVE ABSOLUTE PROTECTION: 


e Only Square D makes thermal 
overload relays with 1- piece construc- 
tion—and only with 1-piece construc- 
tion can you know you've installed the 
heater correctly. Square D 1-piece 
overload relays can be installed only 
one way. They are factory-assembled, 
individually tested and calibrated, 
completely tamper-proof. Repeated 
tripping will not affect accuracy. 


You pay for overload protection— 
be sure you get it. Insist on Square D 


1-piece overload relays for absolute 
protection. 


Mail coupon 
today 

for simple 
"Sig-saw’”’ 
demonstrator 
—see why only 
Square D 

gives absolute 


protection 


SQUARE Jj 


Heat-respon- 
sive element 
(solder pot) 
provides accu- 
rate response 
to overload, yet 
prevents nui- 
sance tripping. 


Heat-producing eleinent 
is an integral part of 
overload unit. It’s perma- 
nently joined to solder 
pot, can’t become mis- 
aligned. 











Square D Compe~~ 
Department SA-217 

4041 North Richaru. Street 
Milwaukee 12, Wisconsin 


Please send me information on Square D 
magnetic starters, along with your simple 
3-minute “jig-saw’’ demonstrator 





COMPANY 





ADDRESS 





CITY 








COMPANY 


wherever electricity is distributed and controlled 
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A Reliable Way to Judge 


a 


® 
... Look for this Mark of Quality Control 
Surest kind of assurance that it is a QUALITY installation 
is given by the famous Jenkins “Diamond” on valves con- 
trolling the lines. 

Where “anything will do”, you’re not likely to see Jenkins 
Solder (or Socket) End Valves. But you can expect to find 
them on jobs handled by engineers and contractors who know 
an economy installation is one you can forget. 

Compare Jenkins Solder End Valves with any others. You'll 
see why they are trusted to give a lifetime of reliable service 
with a minimum of attention. 

Note the thick, smooth bore solder-joint ends that with- 
stand heating and contribute to a quick, leak-proof connec- 
tion. Look inside at the many Jenkins superiorities in design 
and construction. 

A complete line of top-quality Jenkins Solder End (and 


Socket End) Valves is available from your local Jenkins Dis- 
tributor. Ask him to show you a sample of the type you require. 


QI A2D)\) 

















SEND FOR NEW FOLDER No. 212 


Jenkins Bros., 100 Park Avenue, New York 17 
Send folder No. 212 describing all Solder End and 
Socket End Valves. 


————-AOOKFOR THE JENKINS DIAMOND © ITS Sy na oe ges a 
s LVE S <> Company 
Add Sonhins Broy Address. 


For More Facts Write No. 153 on Information Card—Page 32 



































tame 








